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NOW AVAILABLE 


MIXED CARS 


FITITE CEDAR SHAKES 


Stained any of 7 beautiful colors, all carton packed for protection against 
damage in handling. The finest and most attractive sidewall material on the 
market. Priced to meet the present demand for lower building costs. 


TOTEM HANDSPLIT SHAKES 


STAYON 


The best and most attractive roof material for homes in America. These are 
handsplit in the Woods by expert workmen and can be furnished in two sizes. 


TAPERSPLIT, 1/.’”” x 25’’. These average half inch thick at the butt, 25 inches 
long, are packed in bundles like shingles, 10 courses at each end of the bun- 
dle, four bundles to cover a square when laid ten inches to the weather. 


HANDSPLIT & RE-SAWN, 5/8ths to 5/4 inches thick, 25 inches long. These are 
handsplit in the Woods into boards, then the boards are re-sawn diagonally, 
giving them a flat back and tapered to a point. They are packed eight courses 
at each end and, five bundles will cover a square at ten inch exposure. 


STAINED SHINGLES 


For both roof and sidewall use, are dipped in a linseed oil base stain. Roof 
shingles are bundle dipped and furnished in three colors: red, brown and 


green. Our sidewall shingles are carton packed and can be furnished in 7 
attractive colors. 


NATURAL SHINGLES 


We can furnish up to 100 squares of natural red cedar shingles in cars with 
any of the above items. 


COLONIAL CEDAR COMPANY 


Chas. E. Putman 


Manufacturers and Distributors 


Seattle 99, Wash. 


E. L. Connor 


Send for Illustrated Literature and Shake Samples 
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FLASHES * 


MANAGEMENT’S HAND IS STRENGTHENED by the passage of 


the Taft-Hartley labor bill. Unions will be held more responsible 
for their actions. The bill does not curb strikes with the exception 
of jurisdictional and sympathy walkouts. Watch the early court 
cases for a clarification of the law. 


NEW RENT CONTROL BILL was on President Truman's desk at 


press time. It is expected he will sign it. Unless Congress extends it 
further, the powers of the new bill will end Feb. 29, 1948. (For details 
see News «. Trends). 


CONSUMER PURCHASING POWER may be cut a billion and a 


half dollars by the prospective adjustment in residential rents, ac- 
cording to some Chicago economists who have studied the situa- 
tion. Rent increases on non-farm residential property will aggre- 
gate 23 percent in the opinion of Arnold C. Schumacher of Sheridan, 
Farwell & Morrison, investment counselors. Studies are now being 
made to determine which income brackets and what type of expen- 
ditures are likely to be most effected. 


LONG-RANGE HOUSING LEGISLATION believes Sen. Taft, will 


pass the Senate before Congress adjourns. The Taft-Wagner-Ellen- 
ender bill embodying such a program will have to be modified con- 
siderably to win acceptance by the House, Taft now admits. 


CONSTRUCTION COSTS WILL DECLINE an estimated 10 per- 


cent by fall is the prediction of Roland A. Benge, vice president 
of the Detroit Bank, which handles a large volume of real estate 
mortgages. This expectation is based mainly on the expected in- 
crease in productivity and decreased time required for construction, 
largely because of a better flow of materials. 


DISTRIBUTION IS CRITICAL PROBLEM in connection with sev- 


eral building materials, says Expediter Creedon in his monthly 
report. He said scattered reports indicated that “distributors are 
still hesitant to build up sizable inventories because of general price 
uncertainties.’ 


KEY BUILDING MATERIALS BELOW DEMAND on several items. 


Output generally is encouraging. Following items are still below 
the level necessary to meet expected building requirements: cast 
iron pressure pipe, hardwood flooring, millwork, gypsum board and 
lath, electrical wiring devices, clay sewer pipe and water closet 
bowls. Production of electrical wiring devices reached an all-time 
high in April. Output of asphalt roofing products equaled the all- 
time high set in March.*A new post-war high was set for cast iron 
soil pipe. Cement production and shipments were the highest for 
any April on record. 


ON-SITE LABOR SUPPLY DROPPED below the figure custom- 


arily expected for this time of year, despite the fact that employ- 
ment in new construction rose to 1,281,500 in April—an increase of 
about 75,000 above March. About five percent fewer persons were 
employed in private-home construction in April than in the same 
month last year. Building trades apprentices in training totaled 
98,600, about four times the number reported in April, 1946. 


PREFABRICATED HOUSE SHIPMENTS WERE DOWN for January- 


April period compared with September-December period in 1946. 
Average monthly shipmients for these periods were 1,900 as com- 
pared with 3,775. Note: among the reasons attributed for a produc- 
tion decline was a drop-off in orders. 
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COURTESY 


Customers grateful for notice 
that back order is now ready 


NOTIFYING a customer that 
his back order is ready for ship- 
ment—if he still wants it—is a 
courtesy that is much appreciated, 
the South Roanoke Lumber Com- 
pany, Roanoke, Va., has discovered. 

To the embarrassment of the 
customer, many manufacturers will 
ship back orders without prior no- 
tification. Meanwhile, the order 
may have been filled elsewhere. 

This practice of notification 
prior to shipment adopted by the 
Virginia concern, which advertises 
“Everything for Building,” has 
brought some cancellations. Sev- 
eral customers have expressed 
their thanks for this service. One 
wrote: 

“Feel sure all dealers will ap- 
prove your fine attitude, rather 
than ship items which may not be 
needed at the time. We like to 
do business with you.” 

Such approval, this concern be- 
lieves, is much more valuable than 
any profit that might have been 
made from the shipment. 


LUMBER PRICES 


Gradual reduction is based 
on hope for increased output 


INCREASED production, more 
than any other single factor, will 
be the main source of wholesale 
price reduction in the lumber in- 
dustry, says Miles L. Colean in an 
analysis of factors contributing to 
present lumber prices. His report, 
“Lumber Prices Since Decontrol,” 
was prepared for the National As- 
sociation of Real Estate Boards. 

Two principal elements in cost— 
wage rates and stumpage—are not 
immediately sensitive to downward 
price pressure, Colean points out. 

“The main source of wholesale 
price reduction, therefore, would 
appear to be on an increase in pro- 
ductivity. Such an increase is 
likely to be gradual.” 


GRADUAL PRICE DROP 


The drop will not be as substan- 
tial as occurred in 1920-21, Colean 
believes. At that time the lumber 
index settled at a point 80 percent 
above the pre-war level. : On this 
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DEALERS! 


Are You Supplying The Demand 
For 34" PLYWOOD? 


For Use on 
@ CUPBOARD DOORS 


@ COUNTER TOPS 
@ CABINET WORK 


AETNA 


Can Ship NOW! 

¥,"" PLYWOOD 

In following Woods— 
@ POPLAR & GUM 
@ YELLOW PINE 
@ BIRCH 
@ MAHOGANY 


Also '/ to 5% Thicknesses. 


A Surprising Number of Customers 
Prefer These More Attractive 


HARDWOODS! 


MAKE THE SALE 


For Quick Delivery 
By Calling— 


AETNA 
Plywood and Veneer 


Company 
1732 Elston Avenue 
Chicago 22, Illinois 


Phone 
ARMitage 7100 


Teletype 
fof ci To }-) 





Write for latest Teleply Ticker price list. 
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"255% 


basis, the total drop to be antici- 
pated would not exceed one-third 
from present levels. 

Citing Bureau of Labor Statis- 
tics, Colean points out that since 
decontrol the increase in building 
materials prices have been spear- 
headed by lumber prices which 
have increased 50.9 percent. 


Comparing the two post-war pe- 
riods, Colean points out that build- 
ing materials prices from 1940 to 
the present increased much less 
than they did from 1914 to their 
peak in April, 1920. The peak in 
1920 stood almost four times as 
high as in 1914. On April 5, 1947 
the peak was a little more than 
two and one-half times as high as 
in 1940. ; 

Examining the reasons back of 
the apparent rapid increase in 
lumber prices over the past few 
months, the writer comes to the 
conclusion that “on a _ grade-for- 
grade basis it is extremely doubt- 
ful that the price paid for lumber 
by the builder is greater today 
than it was prior to the removal 
of price controls. 

Contrary to a widespread im- 
pression, adds Colean, the lumber 
industry has had a substantial re- 
conversion problem complicated by 
three factors: 


1. By requirements for new 
equipment not available at once 
because of wartime restriction 


policies. 2. By government require- 
ments as to what grades and sizes 
should be produced. 3. By the in- 
flexibility of OPA policy. 


FEWER STARTS 
Record for the first four 
months 5,100 units below '46 

NEW permanent starts for the 
first four months of 1947 totaled 
200,600. This figure, reports the 
Expediter’s office, is about 5,100 
units below the number started 
during the first four months of last 
year. 

For the seventh _ successive 
month, completions exceeded 50,- 
000. April’s 53,400 completions 
brought the total of new perma- 
nents completed during the first 
four months of 1947 to 229,600, 
more than two and one-half times 
as many as were completed in the 
same period last year. 

Completion time is steadily be- 
ing reduced, reports the Bureau of 
Labor Statistics, particularly in 
the South and Southwest. In Dal- 
las, 85 percent of the starts result- 
ing from October permits were 
completed in four months. 


PLUMBING SITUATION 


Survey indicates production is 
slowly catching up with demand 
SHORTAGE of pig iron has 
made it almost impossible to bring 
production of radiation equipment 
up to normal, reports Crane Co. in 
a survey of the plumbing situation. 
Most critical shortages continue 
in radiation, cast-iron or convec- 
tion and plumbing pipe and fit- 
tings. 
With production at an all-time 
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PKEPAKED for the National Paint, Varnish and Lacquer Association by the Bureau of Labor 

Statistics, the graph above indicates that paint is only three points higher than all other com- 

modities in the current index number. Also, that paint manufacturers have absorbed a greater 
portion of the increased cost of raw materials than industry as a whole. 
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DOWICIDES make cordage last 





Many manufactured products used in farming—like other materials 
that must be protected from mold and decay—attest the preserva- 
tive value of Dowicides. 


Sisal twine, for example, is widely used in hay balers. And harsh 
sisal fibers must be lubricated with warm oil to twist properly in 
twine-making machines. 

Dowicides, added to this cordage oil, protect the finished twine. 
For several years the Dowicides have been used successfully for 
this purpose. 


Many kinds of fibers—cotton, jute, sisal, hemp—now receive 
Dowicide protection. And it’s the same kind of protection that 
Dowicides give—to products and processing materials alike—in 
the paper, cordage, leather, paint, lumber and other industries 
hampered by mold, termites and bacteria. If these destroyers are 
your problem, ask Dow about Dowicides today. 


THE DOW CHEMICAL COMPANY, MIDLAND, MICHIGAN 


New York @ Boston ¢ Philadelphia ¢ Washington @ Cleveland ¢ Detroit 
Chicago ¢ St. Louis ¢ Houston ¢ San Francisco ¢ Los Angeles e@ Seattle 
Dow Chemical of Canada, Limited, Toronto, Ontario 
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CHEMICAL COMMENTS 





Dichlorodiphenyl Oxide 
Stops Attacks of Ambrosia 
Beetle in Green Lumber 


Chemical control of Ambrosia (pin-hole) 
Beetles is offered by Dichlorodiphenyl Oxide. 
Attacks by the beetles, which bore into green 
timber and freshly sawed lumber of many 
hardwoods, are stopped by the chemical, 
and prolonged protection is given. An oil 
solution or a water emulsion may be applied 
to the freshly cut lumber with any type of 
hand or mechanically operated pressure 
sprayer. Since Dichlorodiphenyl Oxide mixes 
readily with inexpensive light oils of the 
kerosene range, and presents no handling 
difficulties, treating solutions are easily pre- 
pared locally. 


Paints Made from Saran 
F-122 Latex, an Ingredient 
Forming a Tough Protective 
Film in Paint 


The protection of a plastic film is afforded 
by water-base coatings made with Saran 
F-122 Latex . . . In this new Dow material, 
millions of particles bond themselves together 
to form a tough protective film, even on wet 
surfaces . . . coatings made with Saran F-122 
Latex are superior to average paints in their 
resistance to moisture, grease, oils and chemi- 
cals . . . Applied with either brush or spray - 
to wood, fibreboard, metal or masonry, they 
dry extremely fast into a long-enduring gloss 
finish . . . Paints containing Saran F-122 
Latex are practical for both home and indus- 
trial use, particularly in the maintenance 
field. 


Improved Ink Gloss 
Follows Sizing of Paper 
Surface with Methocel 


Penetration of printing ink is minimized by 
a light coating of Methocel, and the gloss 
and brightness of inks or varnishes subse- 
quently applied is noticeably improved. Ap- 
plied as a surface sizing at the water boxes 
of the calendar stack, Methocel deposits a 
film possessing a high degree of adherence 
to paper or paperboard. And, on waxing 
stock, a light prime coat of Methocel greatly 
reduces the penetration of paraffin, and 
maintains the opacity and whiteness of the 
original stock. 
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Western Wholesalers 
Booking More 
Business 


Except for shop grades, your West- 
ern Wholesalers find the Western 
Woods situation greatly improved. 
Demand continues fairly strong for 
most kiln-dried items, but the ac- 
tive buyer is usually able to satisfy 
his needs. 


Although some mills are still 
booked well ahead, your Western 
Wholesalers are glad to report that 
they are able te take better care 
of their customers than for some 
time. 





Edward J. Sherman Lumber Sales 
Board of Trade Building 
Portland 4, Oregon 
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Lumber 


Yeon Bldg.. Portland. Ore 





Pacific National Sales Co. 


West Coast Lumber 
Charles B. Hurley, Pres. 


P. O. Box 1587, Tacoma 1, Wash. 
WALES LUMBER COMPANY 


Old National Bank Building 
SPOKANE - - - WASHINGTON 












564 Market St., San Francisco 4, Call. 
MAUK SEATTLE LUMBER COMPANY 
SEATTLE, WASH. 
HOMESTEAD BRAND 
WESTERN LUMBER MERCHANTS 








CARL SODERBERG op. S89. 
LUMBER COMPANY ‘ite. ore) 
Manufacturers and Wholesalers Wostlneton 





Duncan Lumber Co., Inc. 


White Bldg., Seattle | 
Specializing in dimension and boards. 
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high, Crane says the following 
items are in plentiful supply: lava- 
tories, steel enameled baths, brass 
fixture trim and brass valves. 
Sinks are in fair supply. 

Harder to get are water-closet 
combinations, enameled iron baths, 
hospital fixtures, steel cabinets for 
sinks, boilers and radiation, steel 
pipe and malleable fittings. 

U. S. demand for lavatories in 
1947 is estimated at 2,031,000 
units. Production at the rate es- 
tablished for the first quarter 
would place 2,600,000 units on the 
market this year. 

Estimated sink requirements for 
1947 are 2,101,000. At the current 
rate the 1947 potential is 3,752,- 
000. Closet combination needs are 
set at 2,343,500. Production for 
the first quarter was 594,000. 

The bathtub situation is not ex- 
pected to be critical by the end of 
the year. Requirements this year 
are estimated at 1,261,500. First 
quarter production was 418,000. 


RENT CONTROL BILL 


President's signature will kill 
most of the remaining controls 


PRESIDENT TRUMAN was ex- 
pected to sign the new rent con- 
trol bill already approved by the 
Senate and the House. 

Continuing control through next 
February, the law permits land- 
lords to raise rents 15 percent in 
those cases where tenants agree to 
a lease running through 1948. 

The bill lifts government con- 
trols over all construction except 
recreational-type buildings such as 
movies and bowling alleys; lifts 
controls on new housing, hotels, 
newly rented dwellings and re- 
modeled houses. 

Local advisory boards are estab- 
lished under the bill in 600 defense 
rental areas. These are empow- 
ered to recommend increases or the 
lifting of controls. The adminis- 
trator would have 30 days to act. 

Housing Expediter Creedon is 
given overall authority over rent 
controls. 


DODGE REPORT 


Construction contracts in May 

22 percent under 1946 figure 
CONSTRUCTION contracts 
awarded in 387 states east of the 
Rocky Mountains totaled $742,837,- 
000 in May or 22 percent lower 
than in May, 1946, F. W. Dodge 
Corp., fact-finding organization for 


the construction industry, reported. 

However, the volume of con- 
tracts awarded in May, 1946 were 
23 percent ahead of April of this 
year. 

The contract valuation of pub- 
licly owned projects reached 
$302,053,000 and privately owned 
$440,784,000. 

Residential construction, both 
public and private, amounted to 
$254,085,000, a drop of one per- 
cent from April and 45 percent 
from May, 1946. 

Total contracts for the first five 
months aggregated $2,955,755,000, 
a drop of six percent from the simi- 
lar period in 1946. 


NON-FARM FINANCING 


Monthly margin increase has 
shown a decline since mid-'46 


THE monthly margin of in- 
crease in real estate financing to- 
tals over previous years in non- 
farm areas has decreased from 
month to month since the middle 
of 1946. 

For last April, says the Fed- 
eral Home Loan Bank Administra- 
tion, the rise over the same month 
a year before was only six percent 
in dollar volume while the num- 
ber of mortgages was four percent 
below. 

Financing of real estate in non- 
farm areas last April totaled $941,- 
000,000, an increase of 10 percent 
over March, estimates the FHLBA. 
The figure includes only recorded 
mortgages of $20,000 or less. 


SALESMEN 


How many of your staff have 
qualities outlined below? 


WHAT type of salesman does 
the customer prefer to do business 
with? 

Results of a questionnaire on 
this subject circulated by Stone & 
Forsyth and printed in Adver- 
tiser’s Digest has a number of good 
hints. 

These are the most important 
qualities from the customer’s stand- 
point: 

1. Knowledge of merchandise 
and company policies. 

2. Ability to make brief, con- 
cise sales talks. 

3. Pleasing personal appearance. 

4. Understanding buyer’s needs. 

Most important characteristic on 
the part of the salesman, custom- 
ers said, is his ability to give his 
sales talk briefly and clearly. This 
ability is based on a_ thorough 
knowledge of merchandise. 

Most irksome to buyers were 
these unfavorable qualities: over- 
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In baseball jargon — Kinzua has rounded 
Fed- third base with its long-time planned pro- 
istra- vram for a permanent operation — and is 
nonth making tracks for home plate determined 
recent to score with the winning run—a perpetual 
num- source of supply for Kinzua customers. 
srcent It has taken a lot of advance coaching and 
considerable strategy to put this winning 
| non- run around third base—and on the line for 
$941,- home plate. 
ercent 
[LBA. 
‘corded 





Nineteen years ago the Kinzua operation 
was only an idea. And then it began to 
take form. The Kinzua mill was built. It 
was the first Ponderosa Pine Mill without 
a storage yard. From the first day every 
© h foot of Kinzua Quality Guaranteed Pon- 
‘ wt derosa Pine was kiln dried and _ stored 
ae 100% under cover. 


Pn Forward looking, Kinzua began planning 
. a systematic program of plant improve- 
on ments which would more fully utilize the 
on product of the log. It began coaching its 


adie personnel to think in terms of long-run 
policy. It began rounding out its timber 


f good resources with a view to long-time, con- 
tinuous operation. 

portant 

stand- Year by year Kinzua has progressed to- 
ward its ultimate goal of a permanent op- 

— eration. Barring unseen factors, Kinzua 
expects to be able to supply its customers 
with “Quality Guaranteed” Ponderosa 

f, con- Pine indefinitely. 
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LOWEST COST CALCULATOR ON MARKET 
Lower in cost than any comparable ma- 
chine. Nominal upkeep. Users through- 
out the world regard it as the outstanding 
value in modern speed calculators. 


PERFORMS ANY NEEDED CALCULATION 


Multiplies, divides, figures percentages. 
markups, selling prices, gross profits, net 
profits, board feet, etc. 


QUICKER, EASIER TO OPERATE 


Anyone can obtain a high degree of skill 
and speed after short practice. Hand- 
operated. Entirely portable. Unexcelled 
for sturdy construction. Saves time, money, 
effort. iminates errors. 


IMMEDIATE DELIVERY 


Order a trial machine. Increase your 
staff efficiency. You'll want one on every 
desk, in every department. 


IVAN SORVALL 


210 Fifth Ave., New York 10, N. Y. 
Ask for Bulletin PP-73 
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Packaged, 
Labeled and Sealed 


To you who have been patiently 
standing in line awaiting deliveries 
of SUPERCEDAR- our production 
is at last increasing. While in fair- 
ness to all we must continue for 
the present on allotment basis, we 
are hoping to achieve reasonably 
good service in the near future. 


GUARANTEED The Spectacular Pent+up 
90% Red Heart Demand for SUPERCEDAR 
or Better is most gratifying. Mr 


Dealer, reserve space for 
it in your shed--we are 
going to make it availa- 
> ble to you as rapidly as 
conditions will permit. 


100% Oil Content 





Product of 


GEO. C. BROWN & CO. 


GREENSBORO, N. C. 








LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 
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NEWS aad TRENDS 





aggressiveness; overlong sales 
talks; sloppy appearance, inability 
to see buyer’s viewpoint and slow 
and confused manner of speech. 


NEW BOOK 
Volume on sawmilling practices 
available from Southern Pine 

JUST off the press is a new book 
entitled, ‘“Sawmilling Practices 
That Pay.” R. R. Cahal, assistant 
manager of the Southern Pine In- 
spection Bureau is author of the 
book, which is being made avail- 
able by the Bureau at the rate of 
50 cents for single copies. Quan- 
tity lots may be secured at reduced 
prices. 

Application for copies may be 
made to Southern Pine Inspection 
Bureau, Canal Building, New Or- 
leans. 

The title of the first chapter is 
“Sawmilling Begins in the Woods.” 
Succeeding chapters discuss the 
adequacy of sawing units; how to 
improve quality through sawing 
efficiency; methods of controlling 
size and increasing yield and many 


VETS’ PREFERENCE 


Survey indicates servicemen 
would prefer to own homes 


MORE veterans want to buy or 
build homes than want to rent in 
65 of 75 cities surveyed by the U. 8. 
Census Bureau. 

The survey shows that 56 percent 
plan to remain in their present quar- 
ters, 10 percent plan to move and 
rent a dwelling unit, 24 percent 
plan to move and buy or build a 
house and 10 percent do not have 
any definite plans for 1947. 

In 53 of the 75 cities surveyed 
veterans are paying an average rent 


of less than $40 per month. Vet- 
erans in 31 cities said they could 
pay an average increase of $5 to 


$25 per month more than they are 
how paying. 


COMING CONVENTIONS 

July 18—Southeastern Hardwood 
Manufacturer’s Club, General 
Oglethorpe Hotel, Savannah, Ga., 
summer meeting. 

July 28-é National Plywood Dis- 
tributors Association, annual 
convention, Seattle, Wash. 

Oct. 14-19—Westchester Better 
Homes Exposition, County Cen- 
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Excelsior Lumber company had a remnant sale.” 
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A DECLARATION OF 
INTERDEPENDENCE* 


For some time we have had in mind reprinting for the 
benefit of the readers of the American Lumberman & Build- 
ing Products Merchandiser the following excerpt from A 
Declaration of Interdependence developed by the joint com- 
mittees of the National Planning association at Washington, 
D. C. Probably on this date which celebrates Independence 
Day in America it is thought provoking to talk of A Dec- 
laration of Interdependence. Hence this guest editorial. 


This statement is made by men and women who, 
whether labeled “Business,” “Labor,” “Agriculture,” 
“Republican,” or “Democrat” believe that this coun- 
try is losing patience with blind industrial warfare 
and is seeking a course of conduct in terms of reason, 
unity and justice. 

We members of the National Planning Association’s 
Agriculture, Business, and Labor committees repre- 
sent no one but ourselves. We have no authority to 
speak for our companies or our organizations. But 
by our occupations and experience we think we re- 
flect the great economic groups in America today. 

In 1943 we published a Declaration of Interdepend- 
ence, recognizing the reality of group interdepend- 
ence and setting forth the goals for adjustment from 
war to peace. Some of those goals have been reached: 
there are at present more peacetime jobs than ever 
before within our private enterprise system. We are 
bungling our opportunities to move ahead toward 
other goals: security and stability are jeopardized. 

The danger which we must now face squarely is 
group conflict. This danger is real and it is pressing. 
It is an immediate threat to the well-being of millions 
of consumers, workers, and investors and to our tra- 
ditions of peaceful teamwork. The economic wastes 
and the political and social costs of mounting war- 
fare among our economic groups are terrifying. In 
the long run, they threaten our free institutions, our 
place in the world of nations, and our promise of a 
constantly rising standard of living. 

The present hour calls for a searching examination 
of the economic scene. A technological society, such 
as ours, is very different from the older handicraft 
type of production. It is a tight, closely knit, national 
society, as compared to the loose, widely spread, local 
enterprises of former years. It is senseless to pretend 
that the raising of prices, the withholding of services, 
or the interruption of the flow of goods has the same 
effect on our economy as forty years ago. Production 
today, as contrasted to former local production, is a 
part of a national, even inter-national, web of related 
activities, 

People everywhere are in need of American pro- 
duction—and more production. Maximum production 
cannot be achieved automatically. In our delicately 


*Joint Statement by the Agriculture, Business and Labor 
Members of the National Planning Association. 
Unanimously adopted December 1946. 
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balanced economy, good labor-management relations 
are the prerequisite of full production and conse- 
quently of full employment. We learned this lesson 
during the war, when production miracles were made 
possible by people closing ranks to get the job done. 

‘We fought for peace then. We are a group who are 
determined to fight for peace now. We realize that it 
is not enough to wish for peace—it is necessary to 
will peace. 

The kind of peace we want is peace consistent with 
the dignity of men.. We do not want government to 
go beyond the establishment of the rules of the game. 
We, acting as members of a free society, seek to maxi- 
mize settlements of industrial disputes and to mini- 
mize government interference or coercion. 

The will to peace with freedom means the conscious 
and steady removal of that slag of suspicion which 
fouls industrial relationships. Too much thinking 
and talking on both sides are in terms of the slogans 
from past industrial warfare. There is too little of 
the respect for the other party which is crucial to 
good relations. Management and union leaders who 
have attained successful industrial relations have not 
done so by arguing in terms of management “preroga- 
tives,” workers “interests,” and union “rights.” The 
way out of this impasse lies along the road of straight- 
forward, honest dealings, based on facts, with logic 
and a spirit of reasonableness prevailing on both 
sides. 

The will to peace with freedom calls for the devel- 
opment of teamwork in dealing with day-to-day prob- 
lems. Teamwork is based on an atmosphere in which 
men know, respect, and have confidence in one an- 
other. Teamwork is developed at common meeting 
grounds at the plant, and at industry and national 
levels. We favor the concept of the continuous con- 
ference table. 

The will to peace with freedom calls for the pro- 
motion of joint responsibility in achieving a common 
goal: greater production at a lower unit cost, with 
the proceeds so distributed that consuming power 
will remain high and that plant additions and im- 
provements will be made. 

We believe that business should be operated for 
the benefit of four parties: the public, customers, em- 
ployees, and the stockholders. And we believe that 
unions should be operated for the benefit of four 
parties: the public, the consumers, union members, 
and the company. Any management or any union 
which conceives its responsibilities toward a business 
or society to extend no further than its own narrow 
interest is an anachronism and has lost its social use- 
fulness. If labor and management are to achieve the 
creative relationships which result from a spirit of 
partnership, each party, while pressing his own in- 
terest, must recognize his dependence on the other, 
respect the survival needs of the other, and adjust his 
differences by methods which will improve the op- 
portunities of the other in attaining common goals. 
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Upson owners tell their friends: 
































“When | built my home 25 years 
ago, | vsed Upson Panels. They: 
were so satisfactory that | used 
them again 6 years ago in a 
100 year old house. | am now 
planning to bvild in North 
Carolina and expect to use your 














1 ¥ Panels again.” T 
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. 4 Providence, R. I. 
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“We have had Upson Panels in our well 
home for nearly 5 years. We have ing 
been completely satisfied with rive 


them. They can easily be cleaned, st 

and we need never worry about pes 
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THE STEINMANS (left to right)—Alfred Sr.; Carl; Edward Sr. and 
Henry. Picture on back wall is of Henry J. Steinman, founder of 
company. 


Merchandising 





MORE STEINMANS (left to right) — John; Alfred Jr.; Robert and 


Edward Jr. 


Tips From Milwaukee 


By H. K. LANGE* 


6 Rane STEINMAN LUMBER company, Milwaukee, 

celebrates its Diamond Jubilee this year—75 
years of service to the community. This old, estab- 
lished firm, an outstanding example of progressive, 
well-integrated merchandising, has a tradition of sell- 
ing that goes back to 1830, when Solomon Junean ar- 
rived in Milwaukee. With him, to open a trading 
post, came the father of Henry J. Steinman, founder 
of the Steinman Lumber company. In those days, 
moccasin-shod Indians still walked the streets of the 
town; and one Indian uprising sent citizens from the 
surrounding countryside flocking into Milwaukee for 
protection. 

Henry J. Steinman Sr. was born in 1847. In 1872, 
at the age of 25, he purchased a small lumber yard. 
His sole capital was a belief in himself and a boundless 
energy. Lumber was still plentiful in the immediate 
area, and some came in by boat. The Steinman Lum- 
ber company prospered; and as Henry’s sons grew to 
manhood, they entered the firm and learned retail 
selling under the guidance of their father. Today, 
there are two Steinman yards: the West Side yard, 
in the center of town, which in normal times caters 
mainly to contractors; and the larger North yard, 
equipped with a planing mill, which handles heavy 
stock for industrial use. The North yard covers five 
and a half acres; the West yard, three acres. Eight 
Steinmans comprise the present firm: Alfred Sr., 
Carl, Edward Sr., and Henry, members of the sec- 


*Western Mineral Products Company 
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ond generation; Alfred Jr., Edward Jr., Robert, and 
John of the third generation. One member of the 
fourth generation, a son of Alfred Jr., has already 
started his apprenticeship in the firm. 

“All of us grew up with the business,’ Edward 
Steinman Sr., commented, “‘We were born and raised 
as Jumbermen. We knew that there would always be 
room for us in the company as long as we were will- 
ing to work, and I suppose we have an inherited en- 
thusiasm for selling. The successful lumber dealer is 
a merchant. He has money invested in his business, 
and he must keep that money turning over. As mer- 
chandising changes come along, the lumber dealer 
must take account of them, in order to protect his 
investment. The retail lumber yard has to sell what 
the consumer wants. At the beginning of World 
War II we put more emphasis on products we hadn’t 
pushed before; and we took on new lines. Of course, 
we will not take on any merchandise just because it is 
available. It has to be tried and true. We watch for 
good new items constantly. Our boys attend builders 
shows regularly, and look over the exhibits from one 
end to the other. You have to keep abreast of the 
times. We were, for example, the first lumber yard 
in the city of Milwaukee to take on insulation.” 


INSULATION A BIG ITEM 
INSULATION has gradually become a big item 
with the Steinman yards, primarily in the construction 
field. But about a year ago, Bob Steinman began to 
explore possibilities for insulation in the refrigeration 
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industry. ‘Home insulation will always be impor- 
tant,” he said, “and every new home will have it. 
But insulation for refrigeration plants and home freez- 
ers, with the great current interest in frozen foods, 
should develop into a good business for the lumber 
dealer, because he can sell insulation along with lum- 
ber. We started with some walk-in boxes for whole- 
sale meat plants. One of our carpenters had been 
hired to do a job, and came in to ask me what insula- 
tion he should use. Because I didn’t have too many 
of the answers I got together all the information I 
could secure from every possible source. I worked 
with him building it. That first job was a quick- 
freeze meat box, 40 feet long, 20 feet wide, and 12 feet 
high. It wasn’t the best job to start with, because it 
was so large; but we learned as we went along, and 
it turned out fine. For some time afterwards, I would 
go out to see how the box was performing, because I 
felt responsible for it. Every time I went, the owner 
would tell me how pleased he was with it. He can hold 
the entire box to 27 degrees below zero, and pull it 
down to that over night. That expanded vermiculite 
insulation really works. We used 12 inches of refrig- 
eration size vermiculite all the way around, with foil 
paper as a vapor barrier.” 

This willingness to help a customer on the job is 
typical of the Steinman organization. “We know 
practical construction,” Edward Steinman Sr., com- 
mented, “Our boys have all gone through manual train- 
ing school. So did I; it was the thing that kept me 
interested in school. If one of our customers wants 
to building something, a recreation room, for exam- 
ple, and doesn’t know how to do it, we can send any 
of our men down to figure it out, so we know what 
to send. We know the merchandise we sell. When we 
take on a new line, we all go to work on it, and put 
it up ourselves, so we learn every little detail of its 
construction.” 

Steinman mechanical ability evolved a movable tim- 
ber carrier which is in use all over the country, today. 
The original model was never patented. Other engi- 
neers saw it, were impressed with the idea, and im- 
proved it to handle larger timbers; but the basic 
concept originated at the Steinman North yard. “Of 
course, ours works like a toy, compared with those they 
are making now,” Mr. Steinman continued, “But it 
still does our work. It will pick up a 12 x 12, 48 
feet long. Fifteen or 20 years ago, a big timber 
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needed 10 or 15 men to handle it with cant hooks. 
Our crane picks up the timber, with one man sitting 
in the cab, and another man to guide it to the mill. 
We have made a lot of things to step up the efficiency 
of our operation. When the need rises, we work it 


out some way.” 
DECORATED MODEL KITCHEN 

AN unusual and business-getting feature of the 
West side yard is the attractively decorated model 
kitchen, complete with cabinets, counters, and sink, 
and an alcove showing a breakfast nook. Harmoniz- 
ing linoleum on the floor calls attention to this line 
which the yard handles. There is also a bathroom dis- 
play. “Putting up the displays proved very interest- 
ing for our customers,’ Edward Steinman Sr., ex- 
plained, “and added to our practical information. It 
also saves us time, because what the customer sees 
with the eye takes that much off the effort of the 
salesman to sell it. The average consumer hasn’t 
much of a concept of what he wants, or how to put it 
together; but he knows what he likes. Many of our 
customers, after looking over the display, have said, 
‘That’s exactly what I had in mind.’ We have soid a 


lot of kitchen equipment; and while not much is avail- 





STEINMAN Lumber company yard. 





NORTH yard. 
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NOTE the clean yard, the well-painted and numbered sheds. 


able now, the display is building up a reservoir of 
future business.” 

“We work closely with the contractor, because he 
makes sales for us,” Mr. Steinman went on, “And 
each contractor knows that no matter what leads he 
brings in, or what he tells us, that it is his business, 
and we will help him get it. We make our profit on 
the merchandise. The contractor deals with labor and 
makes-his profit on the finished article.” 

In 1939, Edward Steinman Jr., (“Bud” to every- 
body) took over the paint department. ‘We started 
selling it,” he said, “Because those were still depres- 
sion years, and we were trying to get a little more 
business. Paint is a good item for the retail lumber 
yard, because we know that the man who walks in to 
buy a board or siding is going to paint it. We have put 
a little work behind this department; and since I took 
it on, business has increased about 500 percent. We 
put in all the allied lines: brushes, ladders, cloths . 
everything. We could sell a lot more today, but lack 
of material is holding down paint sales. It’s harder 
to buy it now than to sell it.” 


LUMBER DURING WAR 

ENTIRE forests of Steinman lumber went into the 
war efforts of World Wars I and II. During the first 
war, they secured what they call the three largest 
carloads of lumber ever shipped: 61,005 ft. of hem- 
lock to the ear, a record-breaking load which they 
claim has never been duplicated. During World War 
II, Steinman’s supplied lumber, much of it large tim- 
bers, for loca] war plant additions on order running 
anywhere from 120,000 to 200,000 ft.; and Steinman 
crates, boxes, and trailer racks for military use were 
shipped round the world. Under the pressure of war 
demand, the West Side yard installed a crating de- 
partment, where crates and boxes for war materiel 
were built on an assembly-line basis. 

“One thing that I hope lumbermen have learned from 
the recent war,” said Edward Steinman Sr., “Is that 
there is only one way that they can show a profit; 
and that is, to have a margain on the merchandise 
they sell. Before the war, we didn’t have anything 
like the control over price that we have now. A man 
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would come in with a bill of goods, and ask for a 
figure. The lowest bidder got the business; and you 
were forced to meet competition to keep going. I 
hope that is out of the picture forever. Price-cutting 
only makes trouble for the industry as a whole. Ever 
since merchandise has been so scarce, everyone has 
held prices without cutting. It is at the selling end 
that a man can stay in business and be successful, 
and the only way he can do that is to get a fair price 
for his merchandise. The first day that OPA came 
in, we didn’t give a single discount over the counter; 
and we haven’t taken any black market lumber. The 
Wisconsin Retail Lumbermen’s Association rendered 
an invaluable service to this area with their informa- 
tion on OPA regulations, and so on. They co-oper- 
ated with the dealers to get their viewpoints, and 
saved all of us a lot of trouble. 

“We are firm believers in co-operation, within our 
own company and within the lumber industry itself. In 
our company, nobody claims any one customer as his 
particular customer. He is a Steinman customer, and 
he gets acquainted with all of us. If one of us is out, 
the customer goes to another of us, and gets the same 
attention. If you develop a competitive spirit among 
your employes, the other fellow is not going to take 
care of your customer when you are not there your- 
self. Our employes have made a substantial contribu- 
tion to the success of this firm, and the Steinman 
family appreciates very much their loyalty and good 
will. 

“So far as outside competition is concerned, we 
fee] that the more successful our competitor is, the 
better competitor he makes for us. When a man is 
successful, there is a reason for his success; he is oper- 
ating as he should operate; and the more successful 
he is, the better he is for the lumber industry as a 
whole. I never worry about a competitor that is mak- 
ing money. I worry about the one who is about to 
go under, because his desperate efforts to stay in 
business can make trouble for the rest of us. We be- 
lieve that our success hinges on the success of our 
competitor.” (L.A.C.) 
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IN A SERIES OF MANAGEMENT 
ARTICLES FOR EXECUTIVE 
PERSONNEL OF RETAIL BUILD- 
ING PRODUCTS COMPANIES 








Organize Your Sales Department 


6 News RETAIL building products 
company may have a regular, 
full-time salesmanager — or the 
owner of the business may add di- 
rection of sales activity to his 
other duties. In either event the 
salesmanager’s function must be 
carried out by a capable executive, 
for unless it is soundly organized 
and operated a sales department 
cannot function at peak efficiency. 
The organizational problem in- 
cludes the following basic steps: 


1. Selecting and hiring salesmen. 
2. Training salesmen. 
3. Equipping the salesmen. 


4. Supervising work of salesmen. 
5. Setting the sales territories. 


6. Establishing fair compensa- 
tion plans for salesmen. 


7. Backing the salesmen’s efforts 
with suitable promotional activi- 
ties. 


8. Coordinating activities of the 
sales department with those of 
other departments within the com- 
pany. 


9. Maintaining morale of sales- 
men and helping them achieve sat- 
isfactory production. 

Number of employees in the 
sales department and the tempo of 
its operation will depend on the 
size of the company and the scope 
of the sales job attempted. Regard- 
less of its size, however, the sales 
department must perform the basic 
duties listed above and should be 
organized to perform them ade- 
quately and efficiently. Only care- 
ful planning can lead to such 
organization. 

The problem falls on the shoul- 
ders of the man in the salesman- 
ager’s job. He must have unusual 
abilities, and really able men are 
comparatively. rare. A few years 
ago a business authority admitted 
it was impossible to explain briefly 
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INDICATED DETAIL OF JOB ANALYSIS 








Duties and Responsibilities 
(What he Does) 


~ General and Re and Related “Knowledge | ; 
(What he Knows) 





A. Set the stage. 





ee Get self ready. 





2. Have all selling mate- 
rials properly ar- 
ranged 





3. Be on time for the ap- 
pointment. 





B. Approach prospects 


1. Establish common 
ground. 








Complete product information is basic to 


successful selling. 


Importance “of statements: “Sell merchan- 
dise which does not come back to customers 
who do.” 

“One should serve his customers as he al- 
ways wanted to be served.” 

The importance of the salesman’s putting 
himself in the prospect's place. 

How to tell prospect what the product will 
do for him. 

The importance of a neat personal appear- 
ance at all times. 

The necessity of being in a selling frame 
of mind 

The importance of arranging materials in 
orderly fashion so that presentation will 
be “smooth.” 

The materials which will be most effective 
with this particular customer. 

The materials which should be eliminated 
from the “kit” in order to give prospect a 
limited field from which to choose 

The samples and aids which will be neces- 
sary in the sales demonstration. 

The exact locs ation ‘of customer's home or 
contractor's office 

The method of transportation to be used 
and how long it will take to get there 
How to plan appointments so there will 
be no overlapping. 

The effect of being late for an appointment 








Unit XII. Sell merchandise outside the yard 


: Problem Situations 
and Common Errors 


Assuming an early attitude of dislike toward 
certain types of customers 

Lack of sufficient information about cus- 
tomer's desires. 

Using own interests as guide to selling in- 
stead of using customer's interests 


Using generalizations rather than custom- 
er’s interests 


Lack of initiative and ability 





Failure to have a “periodic checkup” of 


materials in “kit.” 

Showing the “full” line of merchandise 
Leaving some needed sales materials in the 
car instead of having them in “kit.” 


Difficulty and inconvenience of “carting 
around” heavy or ae ee 





Ne a cting to determine exact location be- 
fore leaving the yard 

Not making proper time 
emergencies 

Failure to prepare in advance the proper 
routing and timing of calls 

Adding more work or an additional handt 
cap to the sales process by being late. 


allowance for 





The biggest waste is the expense of calls 
on prospects who do not buy. 
The meaning of an individualized approach. 





The importance of opening remarks that are 
courteous and considerate. 

By being genuinely sincere, how to enable 
the prospect to assume a feeling of impor- 
tance. 

The importance of opening conversation 
concerning some subject in which the pros- 
pect is interested 





Neglecting to introduce self and company 
and to identify purpose of call at once. 
too soon. 


Starting the “sales process” 











all the attributes of a good sales- 
claimed, however, 
great salesmanagers he 


manager. He 
that all 


licity. 





An appreciation of the true 
function of advertising and pub- 
He carries this to the point 





had known possessed seven quali- 
ties. They are listed here as a 
helpful check list to salesmanagers 
and dealers: 

A perspective—an ability to 
fit the selling into the general ad- 
ministration of his business. 

A thorough grasp of the mer- 
chandising values of his commod- 
ity. This includes knowledge not 
only of the methods of competi- 
tors, but of trade traditions and 
habits, and of consumer beliefs and 
needs. This knowledge enables him 

» “turn on the heat,” and to turn 
it off again, with proper regard to 
time and space factors. 


of educating his salesmen to the 
advertising aspects in each sale. 

A sound knowledge of sales- 
manship. He must study his men 
to determine the right territory 
for them, and the right working 
hours, in relation to physical and 
mental limitations, competition, 
and their ability to interpret the 
policy of the firm 

An accurate knowledge of all 
the functioning parts of the busi- 
ness, in their relation to sales. 

A realization that all the diffi- 
culties, opposition, and impedi- 
ments to growth can be offset by a 
deep vision of success, which be- 
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comes an incentive to persistent 
action and thinking. 

A sense of proportion in re- 
spect to expense, and the cost of 
increasing sales. 


It is the salesmanager’s job to 
organize his department and oper- 
ate it in such a way as to reach 
his sales quota or goal. Assuming 
he can handle the purely physical 
aspects (such as equipping the men 
with proper sales aids, keeping 
records, etc.) his job becomes 
largely a matter of human rela- 
tions. 

One of the best ways to insure 
good human relations in the sales 
department is to start out with a 
complete analysis of a salesman’s 
job. Such an analysis is not a 
training course. It is a detailed 
listing of what the salesman must 
do and know. It serves as a guide 
to directing the training and also 
has the following purposes: 

1. When properly used, the job 
analysis may be helpful to man- 
agement in contributing to stand- 
ardization of performance. 

2. Recruitment and placement 
may be served by portions of the 
analysis used to show the details of 
job performance. 


3. The sales manager or owner 
may use the data in the analysis 
in helping to evaluate employee 
performance. Similarly, jobs could, 
by its aid, be evaluated objectively 
in order to establish equitable sal- 
ary and wage rates based on merit. 

4. An analyis may aid in clearly 
delineating and assigning authority 
and responsibility on an objective 
basis. 

5. Job analysis will assist in 
maintaining orderly and economic 
sales management and operation 
by: 

a) Identifying the job hazards 
and chances for error so that 
they may be eliminated or 
reduced. 

b) Eliminating unnecessary fa- 
tigue and pressure factors 
that would undermine sales 
performances. 

6. Job analysis may aid manage- 
ment by supplying complete infor- 
mation on all sales jobs in a yard 
and thus help in establishing effici- 
ent organization. 

7. Job analysis provides definite 
statements of duties and responsi- 
bilities of all sales forces in the 
organization. Such statements are 
the factual bases upon which sales- 
men and management can achieve 





1. Listing the work jobs. 


The work duties (work jobs or 
responsibilities) that must be per- 
formed by the salesman in the field 
of lumber and building materials 
were secured by interview proce- 
dure, these interviews being held 
individually with a large number of 
expert salesmen as well as with 
groups of owners and managers, 
sales supervisors, and sales repre- 
sentatives. These items represent 
what the salesman dust do. The 
results of this procedure appear in 
the left-hand column of the an- 
alysis. 

That it was difficult for the sales 
representatives to break down their 
jobs into their elements was a 
common observation drawn from 
the interviews by the analyst. To 
many of the salesmen, their work 
was definitely and quickly stated 
as “to sell merchandise.” As a 
consequence, the analyst had to 
pull out from the talks those small 
bits or pieces of the salesman’s job 
that tend to be routinized by the 
efficient salesman to the extent 
that he no longer needs to think of 
them. Those routinized procedures 
are no longer challenging to the 
experienced salesman, but they are 
very essential parts of the training 
of new salesmen. Consequently, 
their identification is basically im- 
portant. 


2. Listing the required and general 
information. 


These items appear in the sec- 
ond column of the analysis. They 
represent what the top-notch sales- 
men know which enables them to 
do the things in the manner in 
which they do them, and were se- 
cured by the same interview proc- 
ess as the work jobs previously 
referred to. 





SAMPLE OF JOB ANALYSIS FOR RETAIL SALESMAN 


To illustrate how it was prepared a brief selection from a job analysis 
is reproduced on the opposite page. The task of making the analysis fol- 
lowed a series of steps listed here in numbered order: 


3. Listing the problem situations 
and common errors. 


These situations and errors rep- 
resent the actual and most com- 
mon problems encountered by the 
salesman and the errors most fre- 
quently made by him in the per- 
formance of the various work 
duties appearing in the left-hand 
column of the analysis. They were 
secured in the same manner as 
previously described for the work 
jobs and the general and related 
knowledge. 


4. Validating the content of the 
analysis. 


The accepted validation proce- 
dure in analysis technique is one 
that may best be described as “an 
appeal to authority, an appeal to 
expert opinion.” That is literally 
the process followed throughout 
this job analysis. The content in 
all three columns of the analysis 
was, in the first place, secured from 
experts—salesmen, sales managers, 
and owners and managers recog- 
nized and selected: for this work 
because of outstanding ability in 
this field of salesmanship. In the 
second place, the process of check- 
ing and re-checking this material 
originally obtained was carried out 
by thirty-five owners and man- 
agers and the most expert sales- 
men in their respective organiza- 
tions. These individuals represent 
long and highly successful expe- 
rience in the selling of lumber and 
builders’ supplies. 

The complete analysis, written 
by Dr. Jacob G. Smuts, has been 
published in a 54-page book titled 
“The Work of the Building Prod- 
ucts Salesman.” Copies are avail- 
able at 50 cents each from the 
Reader Service Department, Amer- 
ican Lumberman & Building Prod- 
ucts Merchandiser, 139 N. Clark 
St., Chicago 2, Ill. 








a common understanding. They as- 
sist in adjusting grievances, and 
they define the limits of authority 
essential to productive working re- 
lationships. They define and out- 
line promotional steps and thereby 
become factors essential to good 
morale. 

It is not unreasonable to suggest 
that the retail salesmanager can 
make his own job analyses. To 
guide him there is reproduced with 
this article an excerpt of a job 
analysis prepared by Dr. Jacob G. 
Smuts and published by AMERICAN 
LUMBERMAN & BUILDING PRODUCTS 
MERCHANDISER. The copy explains 
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the basic steps followed in its prep- 
aration. 

Job analysis is the basic blue- 
print which can be used to build an 
efficient sales organization. It re- 
quires plenty of thought and hard 
work, but the salesmanager who 
uses it is rewarded with an in- 
dividually-tailored pattern for suc- 
cessful operation of his depart- 
ment. 

The sales department is too 
broad a subject to be covered in 
one article. Subsequent articles 
will cover the selection of star 
salesmen, sales training and _ in- 
centive plans for salesmen. 


37 








IN THE 
HOME 


















ON DISPLAY 









Brighten the "Kitchen 


An unusually high level of illumination has been 
achieved for this modern kitchen through the use of 
a combination of overhead lighting which follows the 
work surfaces, giving both direct and indirect light- 
ing, and local lighting beneath the cabinets. 

Designed by William Mistreta, Sylvania Electric 
Products Ine., the lighting consists of a continuous 
row of one 20-watt and three 40-watt fluorescent lamps 
set in a wooden shelf which forms a cover over the 
cabinets, a 30-watt fluorescent lamp in the window 
valence and 20-watt fluorescent lighting strips shielded 
with ribbed glass beneath the cabinets. The shelf 
above the cabinets contains strips of glass set into a 
groove to provide a luminous shelf for direct lighting. 

Directions for installing this lighting, which can 
be used to brighten the kitchen in a home, or to high- 
light a kitchen display in the showroom, are given in 
the three accompanying illustrations. 





Illustrations: Sylvania Electric Products Inc. 





: ne AUG INTO 
» «& RE CEPTICUE 
Sota, ae 
= aa 
nn 
BY RESKENT STR 





-» SCREW fluorescent strip lighting fixtures to the framework 
as shown. Wires of these fixtures can be attached to an 
extension cord so that the plug at the end of the cord 

will fit into the nearest outlet, or a wall outlet specifically 
for this lighting can be installed at the proper location. The flu- 
crescent lighting strip fixture comes with holes drilled in the back 

portion and screws to fit these holes. Use 15-watt, 20-watt or 40- 

watt fluorescent lighting strips which measure respectively 18, 24 

and 48 inches in length. Next, paint the wooden shelf and then 

insert panels of frosted glass which form a shield for the lighting. 
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TO FORM a frame for the shelf which contains the over- 
head fluorescent lighting, first cut strips of wood measur- 
ing 2x4 inches and 1x3 inches and join them together 
with metal braces. Nail the back of the frame to the 
wall. Next, cut lengths of plywood or teckwood of either '% inch 
or 4 inch thickness to form a cover for the framework and leave a 
sufficient opening along the underside in which to fit the glass which 
forms a shielding for the lights. Attach wood mouldings as indi- 


cated to hold the glass. 





ie 
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LEAVING a clearance of approximately % inch beneath 
the lighting shelf, install or reassemble the cabinets. This 
clearance is necessary in order that the doors of the cabi- 
nets may open easily. Before starting work on the light- 
ing unit, measure the size of the cabinets in order to determine the 
amount of material and the size of the lighting strips needed. 
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Albuquerque’s Master Merchant 





made real 
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ROM THE ASHES of a fire which destroyed its 
plant in 1945 the Albuquerque Lumber company, 
Albuquerque, N. M., has erected an up-to-date mer- 
chandising establishment. Today it is among the 
most modern building material firms in the Southwest. 
In 1903, a decade before New Mexico achieved state- 
hood, the Albuquerque Lumber company was founded 
by G. A. Kasman, J. M. Doolittle and W. H. Hahn. 
The firm succeeded the John A. Lee Lumber company 
which had been in existence since 1870. J. M. Doolittle 
served as manager until his death in 1942, at which 
time his son, G. L. Doolittle, became head of the com- 
pany. 

Affiliated companies consist of a lumber manufac- 
turing operation and the Technical Service company, 
which sells air conditioning, commercial refrigeration 
and industrial insulation. 

As an old established retail firm the Albuquerque 
Lumber company is highly regarded in its community. 
Its net worth today is $350,000, seven times the orig- 
inal capital investment. 

Much of the credit for this success must be given 
to a departmentization and accounting system which 





— 
on MASTER MERCHANTS OF THE LIGHT \ 


CONSTRUCTION INDUSTRY | 


One of the Nation's outstanding building products re- 
tailers is featured in each issue of this publication. The 
editors of American Lumberman & Building Products 
Merchandiser believe these articles will be @ source of 
practical business ideas and inspiration to other retailers 
in the industry. Only top-flight merchants will be: fea- 
tured in the series, but a sufficiently large number of 
them meet the exacting requirements so thet it will take 
many months to cover them all. 
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George Doolittle of the Albuquerque Lumber company has 


progress in diversified modern merchandising. 





PAINT department has neatly arranged shelves and is sep- 
erated from the rest of the sales room by an island display 
counter. 


ATTRACTIVE modern store was built after fire destroyed the yard in 1945. Corner location 
with plate glass on two sides gives complete visibility. 
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WIDE variety of merchandise attractively displayed builds store 
traffic and sales volume. Displayed on this page are household 
appliances, woodworking equipment, bathroom fixtures, hunting and 
fishing equipment, and a variety of tools. On the opposite page is 
the sales counter and an island display of various over-counter items. 




















facilitates effective administration. The business is 


departmentized as follows: 

1. Executive and service division. Responsible for 
administration, accounting and credits. 11 employees. 
G. L. Doolittle, president and general manager. H. F. 
Munn, vice president and assistant manager. John 
Munn, secretary and treasurer. 

2. Building materials division. (Lumber, millwork, 
masonry material, board products, etc.) 15 employes. 
S. W. Longley, manager. 

3. Wholesale division. (Plumbing, heating and mill 
supplies.) 10 employees. Don Curtis, manager. 

4. Hardware division. (Paint, builders hardware, 
tools, sporting goods and miscellaneous hardware.) 
Two employees. William Goodrich, manager. 

5. Roofing and insulation division. Sales and appli- 
‘ation of roofing and home insulation. 10 employees. 
G. L. Miller, manager. 


The accounting set-up conforms to this departmenti- 
zation of the business. A monthly operating statement 
is prepared for each division listed above and these 
give Mr. Doolittle the necessary information for in- 
For detailed control these 


telligent administration. 
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statements are further broken down by categories of 
merchandise within the division. For example, the 
building material division includes the following 
categories : 

Ponderosa pine 

Other lumber 

Masonry materials 

Roofing 

Wallboards 

Sash and doors 


Sales volume and cost of sales for each of these mer- 
chandise categories are shown on the monthly oper- 
ating statement. A proper share of the overhead is 
charged against the building materials division, but 
this is not further broken down or allocated to the 
individual merchandise categories. 

At present the only consumer building packages 
being sold by Albuquerque Lumber are roofing and 
insulation jobs. Before the war, however, the firm 
promoted new home and property improvement sales 
under the Housing Guild system. Mr. Doolittle plans 
an early return to this type of sales development. 

Master Merchant George Doolittle is a former di- 
rector of the Mountain States Lumber Dealers asso- 
ciation. 

To a young man about to launch a retail building 
material business, Doolittle would offer this advice: 

1. Be adequately financed. 

2. Be adequately financed. “This is a 
repetition,” he explained. 

3. Select reputable sources of supply. 

4. Get on a personal friendly basis with as many 
of your customers as possible. 

5. Have courage to say “no” to questionable credit. 

No small factor in the current success of Albu- 
querque Lumber company is its attractive modern 
store and the wide variety of dependable merchandise 
it offers. Pictures on these pages describe the store 
better than words could and are worth study by other 
dealers. 


deliberate 








H. F. MUNN, vice president and assistant general manager of 
Albuquerque Lumber company. 


ALBUQUERQUE LUM 


YARD is clean and well-arranged. The high wall affords protection and enhances appearance. 
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Easy-To-Build Cooling Tanks For 


New 


By J. F. SCHAFFHAUSEN 


REAMERY MEN tell me that 

the amount of sour and high 
bacteria count milk that is reaching 
their plants indicates a need for 
better milk cooling and holding fa- 
cilities on many farms. This condi- 
tion is understandable, because 
milk production increased rapidly 
during the war years and the old 
cooling tank was just never rebuilt, 
in so many instances, to accommo- 
date the extra cans of production. 

Rejected milk is expensive milk 
to both the creamery operator and 
the farmer when labor and other 
production costs are high. It can 
frequently mean the difference be- 
tween profit and loss, especially 
when milk. prices tumble, as they 
have recently done. 

It doesn’t take many rejects to 
pay for proper cooling facilities 
that will hold milk without spoil- 
ing, so every farmer can afford a 
well built cooling tank that is big 
enough to do the job. The materi- 
als that are needed are available in 
every lumber yard. The small 
quantities of lumber needed for 
forms, the insulation and the ce- 
ment can be spared from any yard. 
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If you want to cut down on the 
sale of lumber for this type of 
work, build a set of forms and rent 
them out to your farm customers. 
Most farmers would be happy to 
pay a rental fee for the use of these 
forms as it would save them the 
trouble of building them. If you 
go in for prefabricated forms you 
can use this as the lead feature in 
your direct mail advertising pro- 
gram. 

As part of your promotion plan, 
ask your farm customers to survey 
their cooling facilities. If the cans 
are cramped in the tank or if the 
tank is badly cracked, suggest that 
they need a new unit. Your local 
milk inspector or the creamery man 
would be willing to tie in with you 
on the promotion, so why not enlist 
their help? 

A good cooling tank should be 36 
inches wide and 27 inches deep on 
the inside, but the length must vary 
with the number of cans of milk 
that are cooled. For rapid cooling, 
there should be three times as 
much water in the tank as there is 
milk in the cans. On this basis a 
storage capacity of four cans will 
require a length of 48 inches; six 
cans, 72 inches; eight cans 96 





Leap sresones- 


and Old Milk Houses 


inches; 10 cans 120 inches, based on 
10 gallon size cans. 


PUT IN CORNER POSITION 


THE best place to put the tank is 
in the corner of the milk house. In 
this way you start with two founda- 
tion walls to build against and keep 
the tank out of the way. It should 
be partly below grade as this will 
make it easier for the farmer to 
handle the heavy cans of milk. 

When the tank is being built, it 
is best to dig the hole for the tank 
two feet five inches below the top 
of the milk house floor. Next place 
the fittings for the overflow so that 
the coupling will be flush with the 
tank floor. A good location for this 
is five inches from the inside wall 
at one end of the tank. After the 
overflow is roughed in, place a six 
inch gravel fill in the pit, level the 
gravel and tamp it well. Over this 
place a four inch concrete floor 
(1:214 2144 mix). When this 
hardens, the three inch insulation 
is placed on the floor. It will be 
necessary to cut a hole in the in- 
sulation so it can be fitted around 
the inlet and overflow pipes. With 
the floor insulation in place, the 
next move is to set the forms for 
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the walls of the tank. The inside 
forms go in first and are adjusted 
so that they are 10 inches away 
from the walls of the milk house 
and three inches above the insu- 
lated floor. The wall insulation is 
then placed along the back and one 
side of the tank. Until the concrete 
is poured, this insulation is kept 
centered with short wood blocks. 
Make sure that a layer of good 
smooth surface roll roofing is 
placed against the concrete founda- 
tion walls that will become part of 
the tank. This goes in place before 
the wall insulation is wedged. Next 
you are ready to set the two outside 
forms and the insulation for these 
walls. 

Any insulating board can be used 
for insulating the cooling tank. 
However, each piece should be 
dipped in hot asphalt so that both 
sides and all edges are sealed. More. 
than one piece of board will be re- 
quired to make up the three inch 
thickness needed for the tank. As 
these pieces are laminated together, 
place a coating of the hot asphalt 
between each sheet. 


With the forms built and the in- 
sulation in place the project is 
ready for the concrete. The floor is 
placed first, sloping it to the drain. 
At the inlet and drain it will be 
necessary to place a tin collar 
around the pipes so that there will 
be a one-half inch space for asphalt 
when the cement hardens. The walls 
can be poured three hours after 
the floor. As the walls are poured, 
fill in on both sides of the insula- 
tion, as you work. It is best to 
place the concrete in alternate lay- 
ers about four inches thick. This 
permits spreading the concrete on 
the face of the forms to avoid stone 
spots in the face of the finished 
wall. 

When the concrete is within four 
inches of the top, place a *% inch 
reinforcing rod in the center of the 
outer wall. Bend it to extend 
around the corners of the tank. 
Lap all splices 18 inches. With the 
reinforcing bars in place, complete 
filling the forms. 

After the forms are filled, place 
4 x 8 inch anchor bolts along the 


back wall of the tank, to hold down 
the ends of the plank to which the 
tank cover will be hinged. Anchor 
bolts should be placed on two foot 
centers along the back wall and all 
of them should have the thread 
ends projecting 134 inches above 
the concrete finish. 

To protect the top edges of the 
front wall of the tank, most farm- 
ers place a 2 x 2 angle iron at these 
points. The angle iron should be 
drilled to receive bolts with which 
the angle iron can be anchored to 
the concrete. These, like the anchor 
bolts, are placed before the con- 
crete has set. 

The tank cover must be made 
with a 2 x 6 inch frame for good 
service. Fill in between the frame 
with insulation and then cover it on 
top and bottom with a vapor seal 
paper. Over the vapor seal, place 
a metal cover. If the top is to be 
8 feet or more in length, build it in 
sections for greater ease in open- 
ing. It is advisable to nail a rubber 
gasket around the bottom edge of 
the tank cover, so that the tank 
will be sealed when it is closed. 


Tank covers are made of 2°xGé" 
frame with i/2 insulation & 
covered with 24 Ga. galvarnzed 
metal top & bottom. 











Note: Provide tank openings tar 
inlet and cooling pipes as 
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Starkweather - 


Dealer of Beaver Dam, Wisconsin 


Wisconsin dealer with 50 years’ experience behind him guarantees to furnish labor and 
materials for diversified light construction work. His direct mail program, designed to 
reach everyone building or thinking of building, is reflected in substantial gross sales. 





C. A. STARKWEATHER, president of C. Starkweather & Son, has been 
in the lumber business in Beaver Dam for almost 50 years. 


T IS NO QUIRK of fate that the name C. A. 
Starkweather carries considerable weight in Dodge 
county, Wis. For more than 50 years that name has 
been synonymous with building materials and home 
building. 

And, as a recent Starkweather direct mail letter 
pointed out, “fifty years’ experience, after all, does 
count for something.” This same letter promises 
prospective home owners that C. Starkweather & Son 
will furnish all material necessary to build a home 
and complete it before fall—providing application is 
made within the next 60 days. This is a guarantee 
that Starkweather will back up with a bond if 
challenged. 

PROMISE TO HOME BUILDERS 


THIS promise was made and kept to 30 people last 
summer. After 50 years of experience Starkweather 
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is sure enough of his supply of labor and materials 
that he will say: 

“There isn’t anyone within a radius of 40 miles who 
can give you more help or save you more money with 
as good or better merchandise. For instance, our 
engineering service helping with plans, staking out 
the building and getting the right levels is a factor 








in itself—something no other dealer can offer. Fifty 
years’ experience, after all, does count for something.” 
Headquarters of C. Starkweather & Son, Inc. is 
Beaver Dam, a city of 10,356. The store and yard is | 
located on the same site where Courtney Starkweather | 
| 

| 


established the firm in 1873. His son, Charles, joined | 
the firm in 1899 upon graduation from Spencerian 
Business college, Milwaukee. 

At that time a bookkeeper and a yard man were | 
the only other employes. Gross sales for that year | 
(1899) totaled $16,000, a “starvation diet,” recalls 
Mr. Charles Starkweather, who is president of the 
firm which he joined almost 50 years ago. The con- 
cern now has 96 employes on its payroll; gross sales | 
last year exceeded $800,000. Inventory that first year, | 
excluding land, was $18,400 compared with $257,800 | 
last year. 


LUMBER SALES LEAD 


LUMBER sales ran well ahead of other major divi- | 
sions in last years’ gross sales. Lumber sales grossed ; 
approximately $175,000; general building supplies | 
$135,000; fuel $90,000; hardware $30,000; millwork | 
$56,000; roofing $45,000; paint $10,000; carpenter shop | 
$20,000; heating and plumbing $25,000; linoleum and | 
linoleum tile $10,000. The firm’s two manufacturing | 
plants for concrete drain tile and concrete blocks |) 
grossed approximately $55,000. 

These substantial sales figures for a retail lumber 
concern in a city of this size are the result of an 
aggressive sales policy backed up by quality materials 
and workmanship plus service. 





DIRECT MAIL PROGRAM 


: 

KEYSTONE of this program is a strong direct mail! 
campaign. The general trade letter quoted above is) 
sent to 3,840 farmers within a 30-mile radius. This) 
mailing list is brought up to date each year by lists” 


SRF. 
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INSIDE men who are important cogs in the Starkweather machine, ALICE SCHMIDTBAUER, secretary to Mr. Starkweather, not only has 

left to right: Dwight Ray, purchasing agent; Earl Furness, architect; charge of the important linoleum department, but her advice to home 

Steve Sterlinski, order clerk for 29 years; J. M. Hawes, assistant to buyers regarding interior decoration is greatly respected. She is an 
the president, and Ervin Treleven, auditor. amateur artist. 





PORTABLE farm buildings prefabricated in the Starkweather yard BARN building has been one important segment of the farm trade 


have been turned out on a production line basis. This picture was that Starkweather has not neglected. This/is one of the barns erected 
taken outside the shed. The store and main office adjoin the shed by the firm. 


at the right. 





FIRST house on Sloan Circle, another new development, emphasizes NEW subdivision which is being developed by Starkweather is this 
the use of glass. street of houses for veterans in the south end of town. Garages are 
underneath the houses. 
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submitted by town clerks in the respective towns. 


Two other letters are sent out regularly. One of 
these is a letter every other week to 136 carpenters, 
contractors, foremen, etc. in Dodge County. The pur- 
pose of this letter is to push one particular item. 
One recent letter, for example, covered items that 
Starkweather manufactures—concrete building blocks, 
drain tile, septic tanks, concrete joists, window sills 
and burial vaults. 

A second letter which comes out on a fortnightly 
basis is addressed to 170 prospective industrial and 
commercial accounts—owners of plants, store man- 
agers, purchasing agents and the like. These are 
likely to feature hard-to-get building materials. 


Each of these three letters are printed on a separate 
letterhead with different colored ink, often illustrated 
with informal drawings. One recent letter to farmers 
carried pictures of a cow stall, manure carrier, bull 
pen, ventilating fan, floor truck and drinking cup to 
help farmers realize that Starkweather is the head- 
quarters for barn equipment. 


These letters are stapled into the trade publication, 
The Business of Farming, the imprint bringing to 


KEYMEN in the yard are Alvin Schultz, yard foreman, left, and 
Elmer Weber, yard superintendent. 
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the attention of the reader that C. Starkweacher & 
Son is “the farm specialist.” 

In addition to direct mail, the firm advertises regu- 
larly in 13 county newspapers, mostly weeklies. How- 
ever, Mr. Starkweather relies mainly on direct mail. 


ACTIVE IN KIWANIS 


AS chairman of the agricultural committee of the 
Beaver Dam Kiwanis club for the past 14 years, Mr. 
Starkweather has had an exceptional opportunity to 
know the farmers’ needs. He admits that one promo- 
tion program he organized for the service club has 
benefited him personally. As chairman of the agri- 
cultural committee, he arranges entertainment pro- 
grams for schools in country areas. A sample program 
may include.a musical program from the Beaver Dam 
High school, some readings and motion pictures that 
Mr. Starkweather has taken himself. His construc- 
tion engineer, Charles R. Folkes goes along as master 
of ceremonies. 

Mr. Starkweather scheduled 17 such programs last 
year, particularly in the outlying sections of Dodge 
county. He believes that shoppers do not mind driving 
some distance to do business if they can buy what 
they want. That is his argument to critics who would 
confine the activities of his committee to within a few 
miles of Beaver Dam. 

These programs, Mr. Starkweather is convinced, 
have not only brought considerably increased trade 
into the community, but have accounted for six barn 
jobs for his concern in the last 14 years. Twenty-four 
barns burned in the Dodge county area during the 
war, just one indication of the available market for 
an alert dealer. 

At various times the firm has been active in pre- 
fabricating farm buildings, establishing a production 
line and building as many as 200 in a year. Today 
the carpenter shop is a busy spot employing five men 
and handling an average of 20 work tickets daily. 
These include such diverse jobs as kitchen cabinets, 
frames for houses, window screens and store fixtures. 
The shop, fabricates most of the kitchen cabinets for 
the houses it builds and during rush periods has 
turned them out at the rate of one a day. 

Starkweather has a long time reputation as a home 
builder and he advertises this fact on the board fence 
enclosing the yard near his store. One section reads, 
“The only real security is a home of your own”; a 
second panel shows a modern home with the name 
“Starkweather” across the top; a third panel reads, 
“It’s easier than you think.” 


HELPING THE HOME BUILDER 


A PROSPECTIVE home owner approaching Stark- 
weather for advice and assistance will be guaranteed 
skilled labor to complete his home if he agrees to 
buy his materials here. If he has no lot available, 
Starkweather will sell him one. Starkweather will 
provide an architect if the prospect prefers custom 
plans. The rate is $3 an hour if the prospect buys his 
materials here or $4 if materials are purchased else- 
where. csi 

He will help his prospect arrange his financing so 
that all the home owner has to do is sign the neces- 
sary papers. A Starkweather home is complete ex- 
cept for appliances—a line that may be handled by 
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PRE E LLRE ATTEN EER TPL TITRE 


A NATIONAL EVENT 


in the heart of New York City 


Celotex Cemesto House donated as Fund Drive Headquarters for the Damon Runyon Memorial Fund for Cancer Research 


All America is trying to win 
this Cemesto Home! 


It’s the most publicized . . . most photo- 
graphed house in America today—the Celo- 
tex Cemesto Pre-Engineered Home, serving 
as Headquarters for the Damon Runyon 
Memorial Fund for Cancer Research at 
Columbus Circle in the heart of New York 
City. 

Columnists have written about it... 
newsreels have filmed it... radio has talked 
about it—and Americans by the thousand 
from every state in the Union are sending 
in Cancer slogans to win this completely- 
furnished Cemesto Home, donated by Celo- 
tex to this vital cause. 


THE CELOTEX CORPORATION ° 
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One key to this record-breaking public 
interest is the Cemesto Pre-Engineered con- 
struction—Cemesto—the complete wall mate- 
rial—simplifies building operations .. . 
speeds erection ... saves money ... and gives 
the home owner more usable space per 
dollar spent . . . gracious living at modest cost. 


You are invited to investigate our plan 
for dealer-builder cooperation in the con- 
struction of Cemesto Houses in your local 
community. Ask your Celotex representa- 
tive for complete information or write us 
direct at 120 S. La Salle Street, Chicago 3, 
Illinois. 


Check up Now on this home building 
plan while Celotex Cemesto Homes are in 
the news! 


CHICAGO 3, ILLINOIS 
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TEN new features never before incorporated in a house built in Beaver Dam are included in demonstra- 
tion homes built by Starkweather. Diversity of design utilizing modern techniques are illustrated in 





this street of houses built some years ago by Starkweather, together with this interesting exterior, 
featuring stone and glass brick. 


the store when it opens at a new location a block up 
the street in a year or two. 

Starkweather furnished materials for 98 houses 
last year and is the supplier for 50 houses right now. 

In building homes it is not the Starkweather prac- 
tice to always adhere to the conservative traditional 
lines found in smaller communities. It has been a 
matter of pride as well as promotion for Starkweather 
to advertise 10 new features never before incor- 
porated in a Beaver Dam home in every demonstra- 
tion home it has opened. 

These have included an accordion door between 
kitchen and dining room; round corners; L-shaped 
living room; telephone connection between the front 
entrance and upstairs; automatic lighting upon open- 
ing closet door. Such innovations have resulted in a 
good many sales. Demonstration homes are open two 
days and three nights; 7,000 pieces of literature ex- 
plaining features of the home were passed out the 
last time. Comments of visitors are carefully noted 
by a stranger invited for that purpose. 

Starkweather develops his own subdivisions. Cur- 
rently there are 28 lots on one subdivision being 
developed at this time; another 63-acre subdivision 
in an outlying business district has been apportioned 
into 200 lots. 


SMOOTH-WORKING ORGANIZATION 


TO OPERATE the manifold activities undertaken 
by the firm demands a smooth-working well-trained or- 
ganization. Many of these are veteran employes like 
Steve Sterlinski, order clerk, with 29 years of service; 
Elmer Weber, yard superintendent, 27 years, and Mel 
Thomas, yard assistant, 40 years. 

Women are an integral part of the Starkweather 
organization. Miss Alice Schmidtbauer, secretary to 
Mr. Starkweather for 15 years, has charge of linoleum 
sales. Her knowledge of colors as an amateur water 
color painter is invaluable in helping women select 
the interior furnishings for their new homes. The 
rugs and draperies in nearly every home Starkweather 
has built in recent years have been selected with the 
advice of Miss Schmidtbauer. Four other girls are 
included in the office staff of nine. Outside two con- 
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crete crews are kept busy; also four masons and four 
tenders; five sheet metal workers; five in a new drain 
tile plant and five in the concrete block plant. There 
is a sizeable force of carpenters and apprentices. 

J. M. Hawes, a Navy veteran, sells real estate, 
handles the advertising and sees that payments are 
kept up on new houses. Earl Furness is the archi- 
tect and Mr. Folkes is engineer in charge of construc- 
tion. 

Each member of the organization has a definite job 
to do and definite duties are assigned to each man to 
make sure that Starkweather is alert to all types of 
building and remodeling in the area. These duties 
include regular coverage of the Common Council, the 
Board of Public Works and the Board of Education 
by members of the organization in addition to scru- 
tinizing building permits when they are printed in the 
newspapers. 

The firm pays a Christmas bonus of $100 and one 
week’s. vacation with pay is part of the company’s 
policy. 


FIVE YEAR PLAN 


STARKWEATHER’S own Five Year Plan mapped 
prior to the war is gradually becoming an actuality. A 
new warehouse 42x98 is being built and there are plans 
for a new combination store and office (44x101) a 
block up the street. The first floor would be given 
over to movable display islands, at least one being 
changed every day. The carpenter’s shop has recently 
been enlarged. Productive capacity of two compara- 
tively new plants, a tile plant and a concrete block 
plant is being expanded. 

Business in the years ahead looks good to Charles 
Starkweather, who remembers the advice that his 
father gave him years ago: 

“Don’t sell a man anything unless it is fit for him 
to use and unless you can show him how to use it 
intelligently.” 

To which Charles Starkweather adds this comment: 

“We believe in full responsibility to the buyer 
beyond the dollar he spends.” And then he adds with 
a chuckle, “Of course we’re after the dollars, too!” 
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C. Arthur Bruce, NLMA president, says industry is facing 
a fight for its market; a joint committee, embracing 
retailers, authorized to consider industry-wide problems. 


Lumber Congress Convenes in Chicago 


ROBLEMS FACING al 

branches of the lumber indus- 

try were considered at the Amer- 

ican Lumber Congress which con- 
vened in Chicago, June 16-18. 

Out of the congress came a reso- 
lution, unanimously adopted by 500 
delegates, establishing a Lumber 
Industry committee consisting of 
nine members to consider common 
problems. 

Subjects to be considered by such 
a committee include wider accept- 
ance and use of lumber products; 
opposing unfair and unreasonable 
legislation; educating and training 
men new in the industry in a 
knowledge of the industry and the 
merit of its products, etc. 

The committee of nine members 
will consist of three appointed by 
the president of the National Lum- 
ber Manufacturers association; 
three by the president of the Na- 
tional Retail] Lumber Dealers asso- 
ciation and three jointly by the 
presidents of the National-Amer- 
ican Wholesale Lumber association 
and the National Association of 
Commission Lumber Salesmen. 


GRADE AND QUALITY 

C. ARTHUR BRUCE, president 
of NLMA, which sponsored the 
congress, keynoted the convention 
program, by urging the congress to 
take two steps to save the industry 
from demoralized market condi- 
tions. 

“First, the industry must get 
back on grade and quality. OPA 
almost destroyed the grading struc- 
ture and grades in a natural prod- 
uct like lumber are the only means 
we have of authenticating our 
product. 

“Second, fight to produce at the 
lowest possible cost consistent with 
quality. We have been sucked into 
this time of easy money and have 
gotten soft on this fundamental re- 
quirement for continued service in 
a competitive economy.” 

The NLMA president warned the 
delegates that the industry faces a 
fight for its market. The full im- 
pact of competition from plastics, 
magnesium and many other new 
and improved products from these 
basic materials has not vet been 
felt. 
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AMONG the industry leaders that the AMERICAN LUMBERMAN & BUILDING PRODUCTS MER- 
CHANDISER received in its suite at Hotel Congress during the American Lumber Congress were 
those seen in this picture. Seated, left to right: Alton J. Hager, ex-Snark of the Universe, Hager- | 


Cove Lumber company, Lansing, Mich. Ray E. Saberson, Snark of the Universe, trade promotion 


manager, Weyerhaeuser Sales company, and George W. Dulany Jr., ex-Snark of the Universe, 
chairman of the Intra-Industry Relations committee at the American Lumber Congress, Spokane, 
Wash. Standing: Arthur A. Hood, ex-Snark of the Universe and editor of AMERICAN LUMBER- 
MAN & BUILDING PRODUCTS MERCHANDISER; Frank Kendall, general manager, Potlatch Yards, 
Inc., Spokane, Wash.; James P. Austin, western manager, AMERICAN LUMBERMAN & BUILDING 
PRODUCTS MERCHANDISER; Joseph C. L. Evans, Junior Hoo-Hoo, Evans Lumber company, Inc., 
Buffalo, N. Y.; W. C. Bell, managing director, Western Retail Lumbermen’s association, Seattle; 
Stanley F. Horn, Supreme Jabberwock, editor, Southern Lumberman; L. J. Pohimann, mid-Wesf 
representative, AMERICAN LUMBERMAN & BUILDING PRODUCTS MERCHANDISER; Don S. Mont- 
gomery, ex-Snark of the Universe, secretary, Wisconsin Retail Lumbermen’s association; James M. 
Brown, ex-Snark of the Universe, president, Northwest Timber company, Spokane; Herbert A. 
Vance, publisher, AMERICAN LUMBERMAN & BUILDING PRODUCTS MERCHANDISER; E. W. 





Kettlety, Supreme Custocatian, wholesale lumberman, Chicago. 


“We know that we lost markets 
after World War I,” declared Bruce. 
“We are quite certain that a con- 
flict for markets impends. The in- 
tensity of this competition may be 
about in relative proportion in size 
and importance as World War II 
was to World War I.” 


RESEARCH NEEDED 


WHAT is needed, Bruce added, 
is a strong program of research 
and manufacturing to fit products 
to the needs of markets followed 
by aggressive selling to the ulti- 
mate consumer. 

“Any feeling that there may be 
duplication of effort in research 
should be dispelled,” continued 
Bruce. “The industry can easily 
support 50 to 100 times the re- 
search it is carrying on at the pres- 
ent time. We know too little in 
a fundamental scientific way about 
our product and what may be done 
with it. 


e 
' 


“In the research field we will, of 
necessity, have to use young, sci- 
entifically trained minds that are 
not hampered by the traditional 
attitude toward the lumber indus- 
try.” 

Manufacturers need these same 
minds, said Bruce. The day has 
come when the lumber industry. 
like other great industries, must 
employ scientifically trained engi- 
necrs and technicians. 

Bruce urged the industry to 
tring into use all the distributing 
and selling channels possible and 
to follow through on sales — find 
out how the product meets the 
needs and how better it may be sup- 
plied. The NLMA president urged 
the industry to undertake a strong 
program of advertising and pro- 
motion to the ultimate consumer 
before forced to it by economic ne- 
cessity. 

The fight 


for markets, 
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Identifies 
Great Trucks 






INTERNATIONAL 





BACK OF THE TRUCK-THESE 3 


International 


International 


International 


TRUCK SERVICE e ENGINEERED PARTS e APPROVED ACCESSORIES 





Rugged stamina! Long mileage! 
Economy of operation! 

International Trucks provide all 
three in such abundance that for 16 
years more heavy-duty International 
Trucks have served American com- 
merce and industry than any other 
make. 

And to make sure that every oper- 
ator gets every profitable mile and 
every available economy from every 
International Truck, this is the Three- 
Part Service International provides: 


MAINTENANCE AND SERVICE 
Quickly available everywhere from 
thousands of International Dealers 
and the nation’s largest company- 
owned truck-service organization— 
International Branches. 


ENGINEERED PARTS 


Precision-made, like the originals in 
International Trucks—wear better 
and last longer. 


APPROVED TRUCK ACCESSORIES 
A complete line for every truck need. 


40" ANNIVERSARY OF INTERNATIONAL TRUCKS 


1907-1947—Forty years of International Truck Service to Industry, Commerce, Agriculture 





Thao, 
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Triple-checked against the most 
rigid standards to assure efficient, 
trouble-free performance. 


Yes, International Three-Part Sery- 
ice makes sure that operators get the 
extra mileage, the dependable stam- 
ina and the low operating cost built 
into all International Trucks. | 


Motor Truck Division 
INTERNATIONAL HARVESTER COMPANY | 
180 N. Michigan Ave., Chicago 1, Illinois 





Tune in James Melton on “Harvest 
of Stars’ Sunday! NBC Network 


A / 
Trucks 
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warned, is much more serious than 
the problem of forest depletion. 


WAGNER SPEAKS 

CORYDON WAGNER, chairman 
of the joint committee on forest 
conservation which represents the 
West Coast Lumbermen’s and Pa- 
cific Northwest Loggers’ associa- 
tion, backed Bruce’s assertion that 
forest depletion is not imminent. 

Wagner said the annual forest 
growth actually exceeds the annual 
drain on timber. This is shown, 
Wagner explained, by a survey of 
forest resources by the Department 
of Agriculture. The survey figures 
announced last year reveal a tim- 
ber growth of 86,000,000,000 board 
feet a year against a drainage from 
lumber operations, fire and disease 
of 54,000,000,000. This does not 
take into account the growth of 
trees under saw timber size, im- 
provements in protection from fire 
and disease, progress in waste re- 
duction and better cutting and man- 
agement of lands. 

Norman P. Mason, NRLDA pres- 
ident, represented the retailers at 
a’ panel discussion, Channels to the 
Consumer. Wholesalers were rep- 
resented by Sid L. Darling, secre- 
tary, National American Wholesale 
Lumber Dealers association, and 
the commission men by Arthur T. 
Brink, president, National Associ- 
ation of Commission Lumber Sales- 
men. 

“We have been holding the pulse 
of the consumer,” said Mason, “and 
getting his reactions. Consumers 
are questioning bad grades and out 
of line prices. They want to know 
if the builder can complete the 
structure within the estimated 
time. They want to see the inside 
of the house before they buy. The 
consumer is ‘calling the tune.’ ” 

Mason declared that only one- 
third of the average retail lumber 
dealer’s business is now lumber. 
However; lumber can stage a come- 
back if new uses and research are 
pushed to the fullest extent. 

Other industry leaders on the 
program included: R. A. Colgan Jr., 
executive vice president NLMA; 
Ray Saberson, Weyerhaeuser Sales 
company; Charles W. Ingham, 
president, West Coast Lumbermens 
association; C. C. Sheppard, chair- 
man, Southern Pine Industry com- 
mittee; Q. T. Hardtner, president, 
Southern Pine association; Howard 
Gray, president, Appalachian Hard- 
wood Manufacturers’ association; 
Edward Carr, president, National 
Association of Home Builders; Col. 
W. B. Greeley, vice president, 
West Coast Lumbermens associa- 
tion. 
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Building Costs 


Bill Reveals Building Materials Cost 
Six Times What They Did 50 Years Ago. 


VERYONE REALIZES that 

labor and materials bring a 
different price in today’s market 
than they did 50 years ago. How 
much different prices are today can 
be realized by scanning the bill 
below. This bill for a completed 
house job, insofar as lumber and 
millwork are concerned, was sub- 
mitted by the Wilbur Lumber 


company, West Allis, Wis., May 9, 
1894, 

The total bill ran to $403.87. 
The price for those same materials 
today, reports Hawley W. Wilbur, 
would be $2,600. In 1894 labor 
was paid 20 cents an hour. 

Below are the materials fur- 
nished 50 years ago at a cost of 
$403.87. 





1,440 ft., 2/8-20 sized 
533 ft., 2/4-16 sized 
512' ft., 2/8-16 sized 
392 ft., 2/4-14 sized 
420 ft., 2/6-20 sized 
288 ft;, 2/4-12 sized 
1,920 ft., 2/4-18 sized 
43 ft., 4/4-16 sized 


3,000 ft., 8” No. 2 boards 
D&M 16 ft. 

1,200 ft., cull fencing D1 5S 
16 ft. 

2,600 ft., 2nd clear siding 16 
ft. 

1,400 ft. 2nd clear flooring 
15 ft. 


400 ft., 4” Ga. Pine flooring 
Ist & 2nd. 16 ft. 


450 ft. 214” maple flooring 
450 lin. ft. 14%4x4” D 2S 16 


ft. 

1,500 ft. finishing lumber 8, 
10&12D2S8 

128 ft. 8 boards %x12” 2nd 
clear 16 ft. 

56 ft. 4 boards %x12” 2nd 
clear 14 ft. 

58 ft. 4 boards %x12” 2nd 
clear 12 ft. 

44 ft. 3 boards 14x10” D 2 
S 14 ft. 





Bill of Materials 
May 9, 1894 


250 ft. 
ft. 
130 ft., 215” ceiling 16 ft. 
200 ft. %” quarter round 


180 ft. crown moulding 4” 
rd ft. 


180 ft., 245” bed moulding 
14 Tt. 

64 ft. 144x134” 
16 ft. 

230 ft. parting stops 16 ft. — 

230 window stops 16 ft. 

200 door stops 14 ft. 

35 ft. 144x4% window stool 
3/6 long 

30 ft. threshold °4x4%4%” 2/10 


21%” wainscoting 12 


water drip 


long 

228 ft. 514” pilaster casing 
6/10 

138 ft. 54%” pilaster casing 
5/4 


50 51%%x5% corner blocks 

30 5144x10” base 

8 doors 2/8x6/8 1%.” No. 2 

2 doors 2/0x6/8 114%” No. 2 

9 windows 12x28 4 Its. 132” 
ck. glad. 

1 window 16x28 2 Its. 13%” 
ck. glzd. 

6 windows 12x24 4 Its. 13%” 
ck. glad. 


12 M. extra *A* pine shingles 
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BESTWALL 1s 1 


ORIGINAL GYPSUM WALLBOARD 
THAT: 


® Is fireproof and vermin proof 





” ® Does not warp or buckle 

1g ® Cuts easily and can be bent 

ip © Has nail markings 

. ® Takes any kind of decoration 

el © Has recessed, square or beveled edges 

10 

ng FOR BETTER WALLS AND CEILINGS, 
ng FOR QUICK EASY APPLICATION USE 
| BESTWALL A PRODUCT OF 
: 

° ERTAIN ~ TEED 
ve “THE WELL-KNOWN NAME 

sles 





For the finest home 


For remodeling 













| CERTAIN-TEED PRODUCTS CORPORATION, 120 SOUTH LA SALLE STREET, CHICAGO 3, ILLINOIS 
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IN A SERIES OF LESSONS FOR 
CONSUMER SALESMEN OF LUM- 
BER AND BUILDING PRODUCTS 








Overcome Sales Resistance 


HE ORDINARY §ssalesman 
easily gets an order from the 
prospect who is ready and waiting 
to buy. The creative salesman 
builds sales in places where pros- 
pects had not expected to buy. To 
do this he must anticipate probable 
objections and plan to avoid or 
overcome them. 

The skillful salesman is able to 
get his story understood and be- 
lieved by the prospect. By telling 
a complete story coherently, using 
proof to support claims where indi- 
cated, he forestalls many objec- 
tions which would otherwise be 
raised. To do this he must: 

TO TELL COMPLETE STORY 

1. HAVE all points clear in his 
own mind. 

2. Talk about the prospect’s in- 
terests in non-technical, consumer 
language. 

3. Be specific in describing bene- 
fits and gains which will accrue to 
the customer. 

4. Use visual aids. 

5. Use adequate proof of all sell- 
ing points (testimonials, pictures, 
demonstrations, laboratory tests, 
references to authority, visits to 
installations, etc.) 

6. Review and summarize main 
selling points and benefits. 

A sale can be described as a 
series of definite steps or parts. 
(Review the Lesson in the May 10, 
1947, issue.) If the salesman does 
an adequate job of covering these 
steps in his original presentation 
he is less likely to encounter objec- 
tions from the prospect. 

OVERCOMING OBJECTIONS 

BUT objections cannot always be 
avoided. In a large percentage of 
sales they will be voiced by the 
prospect and must be overcome by 
the salesman. If objections do ex- 
ist it is much better to have them 
brought out into the open. The 
prospect who shuts up like a clam 

and doesn’t voice his objections is 
the hardest type to handle. 

There are several incorrect ways 
to handle objections. The experi- 
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enced salesman never does any of 
the following: 

Never argue with the prospect. 
If you lose the argument you have 
been outmaneuvered and will lose 
the sale. If you win the argument 
you are apt to lose the sale any- 
way. 

Never deny the objection and 
state the prospect is wrong. This 
increases resistance rather than 
overcomes it. : 

Never clarify and explain the ob-’ 
jection itself. The objection may 
have been vague and half-hearted 
but an analysis of it will increase 
its importance in the _ prospect’s 
mind. 

Never avoid the objection and 
try to divert the prospect’s atten- 
tion by bringing up new points. 
This is the wrong approach as it 
makes the prospect believe you are 
unable to answer the objection. 

Never make a personal issue of 
the matter. The danger here is ob- 
vious as you are likely to offend the 
prospect. 


HANDLING OBJECTIONS CORRECTLY 
WHAT, then, is the right way to 
handle objections? Here’s the way 
experienced salesmen do it: 
1. Treat objections with respect. 


Welcome them. They let you know 
how the prospect is thinking and 
enable you to fit your sales talk to 
him. 

2. Never interrupt the prospect. 
Let him get the objection fully 
stated and out into the open. 

3. Weigh the objection. 
underestimate its 


Never 


objection with a specific point or 
group of points. Use proof if 
needed. 

Nearly all objections will fall 
into one of three basic categories: 
(1) objections to specific points 
about a product, (2) objections to 
price and (3) objections with re- 
spect to need. There is a logical 
strategy to be used in each case. 
The following methods have been 
found to work: 

Objections to specific points: 
give an immediate and complete 
answer to the objection and then 
swing back naturally into the re- 
mainder of your sales presentation. 

AROUSE SUFFICIENT DESIRE 

OBJECTIONS with respect to 
need: you have not aroused suff- 
cient desire in the prospect. Point 


out what he will suffer if he does | 


(Continued on Page 84) 





QUIZ FOR CONSUMER SALESMEN — LESSON 14 


1. In general, what is the best way to forestall objections? 


2. List at least four things the salesman can do to make his presentation 
so clear that objections will not form in the prospect's mind. 


3. Should you ever argue down the prospect's objection? 


4. List five incorrect ways to handle objections. What is wrong with 


each of them? 


5. Why should you welcome objections? 


6. If the objection is lengthy, is it all right to interrupt the prospect 
before he finishes—so that you can answer his points one at a time? 


7. In overcoming objections should you sometimes depend upon actual 
proof rather than mere statements? 


8. What are three basic types of objections? 


9. Do you realize the importance of product knowledge in overcoming 
objections to specific points about your merchandise? 


10. What is the best general strategy to use in handling objections with 


respect to need? 
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Here's a Profit-Making 


Convert your 4-wheel, medium- 
duty lumber trucks into 6-wheel, 
heavy-duty haulers simply by install- 
ing Thornton 4-rear-wheel Drives! 


Trucks with a normal G.V.W. of 
15,000 to 16,000 Ibs. increase their 
G.V.W. rating to 26,000 to 32,000 
lbs. as trucks—42,000 to 44,000 
lbs. as tractors. This gives you 
higher tonnage per truck for haul- 
ing bigger loads of logs, maximum 
footage of lumber. 


A NoSPIN Differential is 
included in the two-speed 
gear case assembly on Thorn- 
ton 4-rear-wheel Drive. This 
famous automatic-locking differential 
makes possible positive drive at all 
times. It can also be installed in each 
driving axle to prevent wheel-spin. 











Idea! 


Asa result, performance is improved 
along rugged forest roads, on roug 
lands near building projects and in 
general city or highway hauling. 
You get better flotation because 
the load is spread over eight rear 
tires instead of four. 





Thornton 4-rear-wheel Drive in- 
cludes two extra dual wheels, four 
extra tires, heavy-duty ‘“walking- 
beam” springs, necessary frame 
reinforcements and attaching parts. 
Provides heavy-duty hauling without 
heavy-duty cost. 


For details see your truck dealer or 
local Truckstell distributor. Or 
send coupon below. The Truckstell 
Company, Union Commerce Bldg., 
Cleveland 14, Ohio. 


FREE! 
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SPECIALIZED EQUIPMENT FOR PLUS PERFORMANCE 
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THORNTON 4-REAR-WHEEL DRIVE 


Converts a 
Medium-duty Truck 


fe Fs 


. . into a Big, Powerful 
Six- Wheeler 


RESULT: 100% More Payload 
100% More Tractive Effort 








THE NoSPIN DIFFERENTIAL used in the 
Thornton 4-rear-wheel Drive will also 
increase the efficiency of 4-wheel trucks. 
Fits virtually any driving axle. Prevents 
wheel-spin . . . keeps trucks from stalling 
in mud, muck, sand, snow ... on ice 
or slippery roads. 











The Truckstell Company, Dept. AL-7 
1274 Union Commerce Bldg., Cleveland 14, Ohio 


Yes... I wantto know more about the Thornton 4-rear-wheel Drive and 


how it will enable my __._(make) trucks to earn more 


money. Please send free folder and name of nearest Truckstell distributor. 






Send for your free copy of new illustrated folder. Tells how the 
Thornton 4-rear-wheel Drive will help solve your problems. 
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HOUSE PLAN NO. 852 
20,150 Cubic Feet 2 
916 Floor Feet 


HOUSE PLAN NO. 848 
16,470 Cubic Feet 
766 Floor Feet 
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Building Profitable Business 
for YOU 


The extra values and the extra sales appeal of 





Sonneborn “Building Savers” are featured in advertising 
that blankets the building and maintenance markets — 
homes, business, architectural, contractors, engineers, 
industrial, institutional, and others. 

Each Sonneborn “Building Saver” is a needed spe- 
cialty, each one a door opener, each one a profitable item. 
Stock the complete line of Sonneborn “Building Savers” 
and use Sonneborn sales promotion material to get the 
fastest turnover. 

Are you using all the promotional material listed 


below? If not, write Dept. L-7, right away. 


Window displays Mat service 
Counter displays Shelf cards 
Product literature Wall cards 
Blotters Samples 


Estimating guides 


NEW DISTRIBUTORS! Ask to see the SONNEBORN 
‘BUILDING SAVERS‘ DISTRIBUTOR PLAN 


SONNEBORN 


‘*‘BUILDING SAVERS"’ 


| 


IF IT'S 


i’s 
Floor Treatments * Waxes * Paints and 


mn 


Protective Coatings * Concrete and Mor- 


TH 


| 


tor Admixtures * Waterproofing and 
Dompproofing * Caviking Compounds 


Roof Coatings 





Building Products Division, L. SONNEBORN SONS, INC., New York 16, N.Y. 





in the Southwest: Sonneborn Bros., Dallas 1, Texos 
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WORTH BUILDING 


WORTH SAVING 








ONE CAR or 100 CARLOADS 


















A 
Ke Picture of a Kentwood 
Customer Relaxing on a 
Saturday Afternood 


He has a car of Kentwood lumber due in a few days. 
But he’s not worried. 


He knows that Kentwood takes its responsibilities 
seriously—that his lumber will not only be on time 
for his needs—but that it will measure up to his full 
expectations. 


You see—he knows from experience that Kentwood’s 
expediters are in close touch with the mills we work 
with. He knows that our expediter keeps a personal 
check on each shipment assigned to him—to make sure 
that it goes out when promised—is suitable for the pur- 
pose intended—is well-manufactured, properly dried 
and correctly graded. 


Depend on Kentwood to give you maximum 
satisfaction on your lumber needs. 


KEN OOD 


LUMBER CORPORATION 


T. B. RICHARDSON, Pres. 
Offices: First Nat'l Bank Bldg. Phone 4-8691 


BIRMINGHAM, ALABAMA 





Southern Pine - Southern Hardwoods 


Wholesale 
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HOUSE PLAN NO. 850 
18,500 Cubic Feet 
1,420 Floor Feet BED ROOM LIVING ROOM 


11-6 X 13-0 19-0 X HI-6 
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Complete working blueprints and specifica- 
cLo OUO-USE BATH HALL tions of any house design published in this 
a magazine are now available at $5 per set. 
Two sets of plans for the same house are $8, 
three sets $10, four sets $12 when ordered 
at the same time. All the blueprints are in 
a convenient 12x18 inch size and meet all 
FHA requirements. Please order plans by 
BE D R 0 0 M BE D R 0 0 M number, enclosing payment and address to 
13-O X Il-O 14-6 X 19-0 American Lumberman & Building Products 
Merchandiser, 139 North Clark street, Chi- 

cago 2, Mil. 














SECOND FLOOR 
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¢ Expended time and labor costs in material handling Conveyor lines will increase your — reduce 
add nothing to the quality of your product. Efficiency handling costs and worker fatigue by keeping lumber 
of yout manpower drops steadily when there’s heavy on the move. This results in quicker stock turnover, 


lugging and lifting to do. Rapid- Wheel Gravity faster deliveries and more satisfied customers. 


3 LO ee MAG eRe RN CN RN aL RERUN oc 











Vi - wt i J. | id-Wheel Gravity C of pass- Stevedore, Jr. power belt conveyor stacks ply- 
Sa cele Gee ie > tom aie. = ponte pom nt ‘auaiies wd poate storage wood, reduces worker ~~ and 27 all 
on Rapid-Wheel Gravity Conveyor from freight spaces. This eliminates work stoppage, speeds available storage space easily accessible. 
car to storage. production. . 

RAPID-WHEEL* GRAVITY CONVEYORS STEVEDORE, JR.* BELT CONVEYORS 


apid-Wheel Gravity Conveyor is the easy, efficient and eco- Easily rolled to the job, Stevedore, Jr. (portable power belt 
a. way to ane oer ond building cueadidis. Available conveyor) saves valuable a “~ + - 
in eight standard models, depending on width and wheels loading, stacking and ae. J , i 4. a fe — - 
foot, Rapid-Wheel Conveyor can be set up anywhere in a few level to a delivery height oe 72, the Steve edge: 
minutes to cut hours from handling time. Flexibility and versa- a 225 pound distributed load 50’ a minute. ugs in on any 
tility are its money-saving features. standard lighting circuit. 


Le Write today for additional information *Trademark Registered 


[e STEEL FORGED CASTERS . TRUCKS . CONVEYORS - POWER BOOSTERS 




















24-0" 


you can see 
that 


Jainily While 


is the whitest 








Li Ale Sa* AAI 


white cement! 


Your trade will get fine results with this 

extra white cement. It’s true Portland Cement 
made to ASTM and Federal Specifications. 

If you do not have it in stock, write the 

office nearest you: Trinity Portland Cement 
Division, General Portland Cement Co., 

111 West Monroe St., Chicago; Republic 

Bank Bldg., Dallas; 816 W. 5th St., Los Angeles. 





as white er a as snow 
CY y 
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Producing More 


High Quality 
LUMBER 


FOR AMERICA’S HOMES 
Is the Big Job 


THE 
DIXON 
INDUSTRIES 


Have Set for Their 
Goal This Summer 


“ALWAYS AT WORK” 
The 4 Big Plants of 
THE DIXON INDUSTRIES 


Grant Dixon, President 
Hal R. Dixon, Treas.-Manager 


SPOKANE 


Western Pine Manufacturing Co. 
Spokane, Washington 


Exchange Lumber & Mfg. Co. 
Spokane, Washington 


Lincoln Lumber Co. 
Lincoln, Washington 


Ellis Glazing Co. 
Henryetta, Oklahoma 


Western Pine Assn. @ National Door Mfrs. Assn. 
Ponderosa Pine Woodwork @ National Wooden Box Assn. 





Pymod Debrort be 





Finest of Northern 
hardwood, Southern 
hardwood, Douglas 
Fir and Ponderosa 


Pine plywood. Tech- 


nical advice. Prices 
and information 


upon request. 


4445 BELLEVUE AVE. DETROIT 7, MICH. 


PLYWOOD DAYTON CO., DAYTON, OHIO 
* 
PLYWOOD GRAND RAPIDS CO., GRAND RAPIDS, MICH. 
2 
PLYWOOD TACOMA, INC., TACOMA, WASH. 
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THE TAFT-HARTLEY ACT, passed over the Presi- 


dential veto, is neither as good as its friends claim 
nor as bad as its enemies charge. The law is sup- 
posed to restrain arrogant labor leaders and it'll 
probably do so after a fashion. However, labor 
leadership will continue to be pretty strong. Don't 
expect much, if any, union busting. 


STRIKES, including industry-wide strikes, are still 


legal; just harder to call. Strikes will increase in 
number, would have done that, anyway. Labor 
contracts should be more effective, since unions can 
be held financially responsible for the flash strikes 
that violate those agreements. Starting jurisdic- 
tional and sympathy strikes will be measurably 
hazardous. 





WAGES are not likely to decline. Some are still 


advancing. Wage levels are likely to hold, even 
should the shake-out occur and prove to be a real 
quake. That's not so good for the future of con- 
struction, especially in cities, where labor-cost per- 
centages are high. 


TWO THINGS TO EXPECT: a swarm of court 


battles to clarify the law; the projection of this 
labor stuff in toto into next year’s Presidential cam- 
paign. Better watch those court cases; they'll have 
wide repercussions. Analysts say the law has pot- 
holes into which employers may step. 


NEW LABOR RELATIONS BOARD must be relied 


upon to make the labor law work. The Board has a 
difficult job; and the prescribed operating formulas 
are complicated beyond all knowing. It's here, if 








| anywhere, that the law will blow a gasket. 


TIDE OF PROSPERITY (sometimes called the 


boom) is still high and appears to be going higher. 
A recent BLS report states that as compared with a 
year ago wholesale prices are up 32 percent. Farm 
products, 27 percent; foods, 45 percent; manufac- 
tured products, 33 percent. 


BUILDING COSTS, says the Expediter, will re- 


main at about the present level through this year 
and will not return to prewar figures for years to 
come. New York and New Jersey unions have 


agreed to freeze current wages and hours through 
1949, 


PLANT EARNINGS of 228 industrial manufacturers 


for the first quarter of this year, as tabulated by the 
N. Y. Times, amounted to 597 million dollars, as 
compared with 147 millions for the same companies 
for the first quarter of ‘46. The Labor Department 
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said recently that ‘there is nothing in the current 
picture to indicate any general downward trend”; 
added that weekly earnings in manufacturing have 
reached a record high per workman; also predicted 
a building boom at some not definitely named 
period. 


CHAIRMAN ECCLES of the Federal Reserve, who 





asked for a continuation of the authority to regu- 
late installment buying; apparently isn’t going to 
get it. Chairman Wolcott of the House Banking 
Committee opposes the continuation; so also does 
the U. S. Chamber of Commerce. 


_SONSUMER CREDIT, it seems, is at or near a rec- 


ord height. The cash-ins of Series E bonds for two 
months have exceeded purchases. Both these items 
appear to attach to the low-income group. Outgo 
exceeding income. 


OFFICIAL REPORTS of increased employment in 


mid-spring were true, but the increases were largely 
seasonal and part-time hirings. Important, of course, 
but it happens every spring and tells little about the 
basic state of the national economy. But industrial 
employment was down, not by a large figure, but 
definitely on the minus side. Industrial production, 
too, had slipped by four or five points. Lumber pro- 
duction, incidentally, seems to be holding at a 
fairly even level. 


THE ASSOCIATED PRESS survey of 157 of the 


country’s large cities, states that 40 percent fewer 
houses were started this spring than a year ago; 
that the average construction cost was up 23 per- 
cent and that the total number of families evicted 
was more than 13 times the total of new housing 
units built. 


WHILE HIGH COSTS may have hurt the markets 


for construction and real estate, ‘the situation is 
much less vulnerable than in the late 1920s," says 
the Federal Reserve Board. This means that a good 
many customers are ready to build as soon as they 
think prices are definitely stabilized. Back in the 
‘twenties and ‘thirties, too many customers wanted 
merely to borrow a tall building a few moments for 
jumping-off purposes. 


INVESTIGATION of racketeering, monopoly and 


similar phases of the housing and construction in- 
dustry has been ordered by the House Labor Com- 
mittee. The purpose: to examine material and la- 
bor costs, also questionable aspects of housing 
economics and construction. 
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Do We or Don't We? 


LL I WANT is plenty of 
everything at lower prices, 

so I can do business as usual. 

Some such comment, or its equiv- 
alent, is heard almost every day. 

All of which brings up the ques- 
tion of whether such a situation 
really would be as profitable, or 
as desirable, as it seems. We doubt 
it and our skepticism is based on 
the recollection of those never-to- 
be-forgotten years in the ’30s when 
there was more than enough of 
everything and price reductions 
were the order of the day. 

“Plenty of everything’ means 
ruthless price competition and 
there is little evidence that the re- 
tail lumber industry is any better 
prepared than ever for such a 
struggle. 

* cs * 

By the way, whatever became of 

that bottle of red ink which was 

used so frequently when there 

was plenty (or too much) of 

everything? 

* - 1 


How About the Borrowing Technique? 


"THE RAPID disappearance of 

fat bank balances is making 
it necessary to brush up on the 
borrowing technique. It’s been a 
long time since it was necessary 
to sidle up to Mr. Banker and ask, 
as casually as possible, for a bit 
of financial assistance. 

It reminds us of the carefree 
dealer who wanted to borrow $50,- 
000. “That’s a lot of money,” said 
the banker. “Can you give me some 
kind of a statement?” 

“Yes,” replied the dealer with 
considerable enthusiasm, “I’m opti- 
mistic.” 

* * * 


It’s far simpler to increase pro- 
duction that it is to stimulate 
sales. 


* * * 


Twentieth Century Fund Reports 
That.... 
USED HOUSES on the average 
account roughly for three- 
fourths of annual residential sales. 
Retail cost of building materials is 
about double the cost of their pro- 
duction. . Two-thirds of the 
builders of single-family dwellings 
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built. only.one house each in 1938. 

. Forty percent of the com- 
munities in the United States do 
not have building codes. . .. In 
1940 over 10 percent of the total 
new dwelling units were produced 
under public auspices. 


* * * 


Tomorrow's Mammoth Market 


EMEMBER HOW the hired 

man used to quit his job rather 
than dig post holes? A power take- 
off, mounted on the rear of the 
tractor, now makes it possible for 
the farmer to dig a post hole in 
19 seconds without leaving the 
driver’s seat. Mechanized farming 
not only marches on but calls for 
functional changes in practically 
all farm activities. . . . including 
buildings. 

* * * 


Rosy daydreams already are turn- 
ing into harrowing nightmares for 
more than one over-enthusiastic 
house prefabricator. 


* * * 


The Consumer Still Is King 
NY IDEA THAT the ultimate 
consumer has abdicated his 
throne can promptly be dismissed 
as anything but an idle rumor. The 
truth is it has been one of the busi- 
est rumors that have been known 
to bounce around the marts of 
trade. But it ain’t so! Mr. and Mrs. 
Consumer were often forced dur- 
ing the war to buy what they didn’t 
want and to pay prices they could 
ill afford but such is no longer the 
case in many, many lines. Take- 
it-or-leave-it merchandising (if it 
can be dignified by that term) is 
being supplanted rapidly by the all- 
right-we’ll-leave-it attitude of more 
and more buyers. 


* * * 


The future holds little for the 
employee who has lost faith in 
the value of conscientious, hard 


work, 
x %* * 


Sauce for the Goose 
HE BARBER who cuts what’s 
left of our hair (for $1) owns 
a 20x24 lake cottage where he 
spends his weekends. Recently he 
was advised that the material 
needed (2x4’s, plywood, etc.) to 
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install a new ceiling would cost 
$160. The local carpenter offered 
to do the job for $45. In no un- 
certain language the barber told 


them both where they could go. We | 


made no effort to justify the quota- 
tion. Nor did we take the trouble 
to point out that we felt the same 
way about a $1 haircut. 


* *% * 


"Charge It" Still in the Picture 


RETAIL CREDIT survey 
shows: heavy increases in in- 


ventories, thickening ledgers, con- | 
tinued high operating costs, more | 


and more competition, substantial 
increases in borrowing from banks. 


Cash sales predominate in dur- | 


able goods where demand still ex- 


ceeds supply and open credit sales | 
wherever | 
plentiful. . . a} 


are increasing rapidly 
merchandise is 
manifestation of prewar inclina- 
tion to encourage buying through 
offers to “charge it.” More and 
more of the dealers cash assets are 
being used to help carry customer 
accounts. 


* * * 
Nostalgic Recollection: The 
traveling salesmen who used to 
lounge comfortably in easy chairs 


on the hotel porch and smoked 
their after-dinner cigars. 


* * * 


National Bottleneck 


REFABRICATION has strong © 
it promises | 


because 
. quicker occu- 


appeal 
faster erection . . 


pancy. The public is so thoroughly © 
fed up with the idea of waiting | 
all summer, while a never-ending | 
procession of inefficient, slow-mov- | 
ing indifferent workmen put a build- | 
ing together, that it is often willing | 
to take a poorer structure and pay | 
more money for it in order to be™ 
spared the annoyance of waiting) 
for an indefinite completion date. In” 
a nation that is supposed to top’ 
the world in efficiency, the erection ~ 
of a home or farm structure is 4) 
truly depressing sight. Prefabbers © 
have many serious problems to 
is soy 
great, if they succeed, that the 
enterprise is well worth the gamble. — 


overcome, but the reward 
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FENTON Announces -- Individual Motor Drive 
for Side Heads NOW Available for the 
WOODWORKERS POPULAR 4-HEADED MOULDER 


Each head has four knives shaped and ground simultaneously to Feeds up to 125 FPM and mouldings cut in multiples. This 
insure accuracy of form and that all four blades cut—6000 RPM machine will process wood at a profit. Try it. It is yours for 
—24,000 cuts per minute. $3,000 plus main motor. 


This machine has 50 pounds more weight per square foot than standard moulders. 
Finish cut up to 2 x 7 Utilize your rippings 


Hardwood — Softwood High Speed Stee! Knives 








Casing Side Head— 
Sash Style Knives |. $4.95 ea. 
Siding Straight Knives 2.95 ea. 
Trim 
Mouldings Top and Lower Head— 
Toys Style Knives . . Straight 
Furniture Knives . . . Price List 
Flooring Forwarded Upon Application 


Floor Space 31! x 41 inches 


R. N. FENTON COMPANY, 1960 E. Milwaukee, Detroit 11, Michigan 
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Speed Clinch Fastener 


A new Speed Clinch fastener has 
been added to the Tinnerman line 
of unthreaded fasteners. Driven 
with an ordinary carpenter ham- 
mer, this new clinching nail locks 








VF — 





by automatically 
shape while being driven. 


changing its 
As the 
fastener is driven into gypsum 
board, through the siding, the first 
head seats against the asbestos sid- 
ing, and as the second head is driv- 
en down even with the first, 
the fastener expands and securely 
clinches the siding to the gypsum 
board. This clinching action is en- 
tirely automatic. Once applied, it is 
said the siding cannot loosen. No 
furring strips are necessary with 
these fasteners. The fastener is 
made of steel wire, cadmium plated 
for corrosion resistance. For fur- 
ther information write Johns Man- 
ville Sales corporation, Dept. AL&- 
BPM, 22 E. 40th, New York 16, 
N. Y., or U. S. Gypsum company, 
300 W. Adams, Chicago, III. 


Dura-Seal Booklet 


Zegers Inc. announces the forma- 
tion of a nationwide sales plan for 
its Dura-Seal combination metal 
weatherstrip-sash balance. This 
window equipment will be sup- 
ported by an extensive advertising 
program. A new booklet is avail- 
able illustrating and describing the 
various features of Dura-Seal. The 
equipment consists of an aluminum 
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housing attached to the jambs of 
a plank frame fitting into the 
groove at both sides of each sash; 
aluminum parting stop cover; life- 
time cadmium-plated steel spiral 
springs; two member interlocking 
at check rail; rib strip at head and 
sill. For a copy of the booklet and 
further information write Zegers 
Inc., Dept. AL&BPM, 5615 S. Har- 
per avenue, Chicago 31, IIl. 


Correcting "Furniture Sag" 


An uneven floor or rug will cause 
furniture to sag because of one or 
more of the legs being unsup- 
ported. A new product attached to 
the legs of furniture will prevent 
this sagging. Scrujacks adjustable 
glides will extend the leg or legs 
over the dip in the floor or rug. 
Just a ®, inch hole, 14% inches deep 
is all that is necessary to allow the 





socket to 


Scrujack be put in a 
wooden leg. The threaded stem 
will always turn when the base is 
turned. The strong teeth will pre- 
vent turning or dropping, and will 
keep the socket from _ pressing 
against the walls of the hole and 
enlarging it when the piece is 
moved across the floor. The base 
is made of bakelite, and will slide 
across the floor. There are Scru- 
jacks designed for tubular furni- 
ture, as well as wooden, and ones 
with castor attachments. For illus- 


trated and descriptive material 
‘write Adjustable Caster company, 
Dept. AL&BPM, 1411 Walnut 
street, Philadelphia 2, Pa. 


July 


Flush Wali Radio 


Built in the wall, this radio is a 
standard five-tube, AC-DC super- 
heterodyne completely concealed by 
standard panel of catalin plastic or 
masonite. Steel box is 6144x9%x 





made for 
adjustable built-in’ flush = wall 
mounting. Standard panels are 
ivory, cream, royal blue, mandarin 
red, shell pink, burnt amber mot- 
tled, emerald green and plain ma- 
sonite. The steel box can be in- 
stalled between the studding while 
the house is under construction. To 
service the radio or replace tubes, 
it is only necessary to remove wall 
plate and swing the set out on its 
hinges. For an illustrated folder 
and further information § write 
Flush Wall Radio company, Dept. 
AL&BPM. 58 E. Park street, New- 
ark 5, N. J. 


3%, inches deep. It is 


Price List Book Cover 


Aetna Plywood & Veneer com- 
pany customers who do not already 
have one are being supplied with 
a three-ring price book cover con- 
taining a complete set of Teleply 
ticker price lists. For the con- 
venience of buyers, these price 
sheets are arranged so that each 
covers a specific group of plywoods, 
such as Southern hardwoods, North- 
ern hardwoods, fancy woods, etc. 
Additional Teleply tickers are 
also issued periodically to cover 
plywood specialties, veneers, plaster 
surfacings and wood inlays. Hold- 
ers of the price book covers are 
supplied with new sheets as issued 
on regular schedule each month. 
The recipient merely discards the 
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DUPLEX BALANCE COST DOWN 


In an era of greatly increased costs, 
it is a noteworthy fact that Duplex 















































































— Flat Sash Balances actually sell to- @ 
p fol y ane: 
oni day at a substantially Jower price gM 
give than they did in 1938. By com- 
prig parison, think of the cost increases 
darin in some of the other typical items 
mot- you buy. 
| Ma- 
e in- y 
while ‘DUPLEX BALANCE QUALITY UP 
n. To Although they now cost less, Duplex 
ubes, Flat Sash Balances are worth more 
. wall than they were nine years ago, in at 
<< ti least three important respects: 
‘older ‘ . . 1. The plaster-tight outer case is now 
write Sell life-long quality, life-long comfort made of rust-proof plated stock, 
Dept patel Ne pret whereas it formerly was painted. 
New- a h lif | ® Ik ft ° 2. The high test steel cables now used 
wit iTée- ong Sisa ra protection! are far superior to those formerly 
2 ees employed. In fact, they are 20 times 
stronger than required. 
No, it’s nothing like the roofing, or 3. Duplex Sash Balances are now guar- 
the floor, ‘When building paper is anteed against mechanical defects for 
com- taulty or inadequate, it cannot be It will pay you warty atincbaapshyss. Heo ia 
— repaired, cannot be replaced without nsec net 
P : < Flat al- 
an ostly alterations that waste valuable — +." : “te fl | YN Wy , YA 
eleply labor and materials, That's why it's gan oases 4 
. ' In, ‘ 94 ~ _——___ 5 
con- always wise to sell the finest building | steutee mobic of this ; Mf <p 
a paper* for every type f | a f *No b tte a sane it | Ss Pp cy = Vé, “7 i FA = 
price ity y type of house .. . for ] itor ~ —_— on company to produce 4 || ZINCORPORATED —_ || VA 
each & the lifetime protection against wind, senna ‘aan a the best sash balance “ee —_ 
voods, rain, dust and dirt which it provides. Sisalkraft, on the market at the 
Yorth- lowest possible price. DUPLEX, INC., 630 N. La Peer Dr. 
ete. Los Angeles 46, Calif. 
are ae en ee Gi ee ae a a a ee oe a np an ea ome 1 
cover it | 
laster The SISA LKRAFT Co. | Please send | 
Hold- | information i 
‘S$ are DEPT. AL @ 205 W. WACKER DRIVE | on Duplex Flat | 
8 CHICAGO 6, ILL. | Sash Balances | 
issuec : 
sonth. | Type of Business | 
l th ¢ eee eae eee ae a eee a eee ieee ree — 
Ss e 
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old sheet and substitutes the new 
one, so that he always has an up- 
to-date set of latest prices and 
quantities available. For informa- 
tion about Teleply ticket price list 
service, address Aetna Plywood & 
Veneer company, Dept. AL&BPM, 
1732 Elston avenue, Chicago 22, 
Ill. 


Knife Sharpener 

Tungsten carbide is being used in 
a knife sharpener recently devel- 
oped. One or two light passes of the 





knife through the sharpener are 
said to restore the original keen 
edge of hollow ground or regularly 


ground knives. It is designed for 
fastening to the wall or table, is 
said to have all non-corrosive parts, 
and has a modern, colorful plastic 
body. For further information 
write New England Carbide Tool 
company, Dept. AL&BPM, 60 
Brookline street, Cambridge, Mass. 


Tie-In Counter Display 

To help dealers tie in with its 
extensive nationa! advertising pro- 
gram to promote sales of Hudson 
Admiral dusters for pest control 
during the current active season, 
H. D. Hudson manufacturing com- 
pany is offering them a free coun- 
ter display to catch the eye of 
persons visiting the dealer’s store. 
For information about how to get 
this free pest control counter dis- 
play, write H. D. Hudson Manu- 
facturing company, Dept. AL&BPM, 
589 E. Illinois street, Chicago 11, 
Il. 
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Estimating Form 

With this form every item that 
goes into the building of a home 
can be included and the total esti- 
mate for the house figured in a 
short time. Because everything is 
already listed, it reduces the chance 
of an estimator leaving out a major 
item. The form arranges the items 
systematically and gives a complete, 
over-all picture. If the customer 
wants to cut expenses he has every- 
thing before him. On the first page 
of the form is a place for custom- 
er’s name, address, etc. The back 
page is squared off for drawing 
floor plan and elevations. These are 
available in quantity for less than 
two cents apiece, which includes 
the firm name and advertising mes- 
sage on the front cover. For more 
complete information write S. J. 
Edwards, Horsfall & Son Lumber 
company, Dept. AL&BPM, Bridge- 
port, Wis. 


Metal Prefab Home 

The Steelcraft Manufacturing 
company has just announced the 
completion of its pilot model pre- 
fabricated metal home. The com- 





pany is now in full production of 


this home. The Roselawn home is 
said to be a permanent low-cost 
home. All parts for the home are 
packaged in convenient bundles 
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and labelled to correspond with the 
erection manual which is furnished 
with every home. It is completely 


insulated with aluminum foil which 
also serves as a vapor seal. Stand- 





ard steel casement windows with 
the necessary hardware are fur- 
nished. The erection time is ap- 
proximately three to four weeks. 
The size is 32 feet wide and 20 feet 
deep, exclusive of porch. This space 
will accommodate two bedrooms, 
living-dining room, kitchen, bath- 
room and utility room. For further 
information write Steeleraft Manu- 
facturing company Dept. AL&BPM, 
Cincinnati, Ohio. 


Power Belt Conveyor Catalog 


A new, two-color, 32 page cata- 
log containing descriptions, photo- 
graphs and specifications of the 
company’s entire line of rapid pow- 
er boosters (power belt conveyors) 
has just been issued by the Rapids- 
Standard company Ine. This is the 
first time all the company’s power 
conveyors have been grouped to- 
gether one catalog. Shown are 
conveyors for loading, unloading, 
stacking, conveying materials be- 
tween floors, and as horizontal con- 
veyors. A cutaway illustration 
shows how the boosters play impor- 
tant roles in an integrated material 
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Just a stroke or two, and he’s found out what all the “old-timers” 
know—that an Atkins Blade cuts through metal with truly amazing 
speed and ease. Teeth that are designed right...set right...take swift 
clean bites out of the metal. And those extra-sharp teeth keep cut- 
ting for many more cuts between blade changes—due to the “staying 
qualities” put into them by the exclusive Atkins “Silver Steel.” 
















ATKINS 














MEXICAN MAHOGANY 
and PRIMAVERA | 
LUMBER 


In carload lots, F.O.B. American ports 


Grades, FAS, selects, No. 1 No. 2 Common 
Deliveries up to 100,000 board feet monthly 


Also FAS Shorts 


in carload lots for immediate delivery 
Write 


ORIENTAL TRADING CO. 


| 501 Fifth Ave. 
| New York 17, N. Y. 
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Whether you sell saws or use saws in your business... whether 
it’s hacksaws, handsaws, crosscuts, woodworking saws or the large 
mill circulars and wide band saws... remember that the name Atkins 
means longer cutting life, lower costs. 


Cc. ATKINS AND COMPANY 


Home Office and Factory: 402 S. Illinois St., Indianapolis 9, Ind. 


Branch Factory: Portland, Oregon 


Branch Offices: Atlantae Chicago e Memphise New Orleans New Yorke San Francisco 








for 
LUMBER 
VENEERS 
DOWELS 
BOBBINS 





.and all wood prod- 


ucts, rough or smooth. 





INSURE AGAINST GREEN LUMBER 


. . . test moisture as low as 0% 


Avoid errors which result in warping, shrinking, cracking and other 
failures due to improper moisture control. Test flat, curved, rough or 
irregular materials—in three seconds or less—without marring surfaces. 


Moisture Register gives you accurate tests from high percentages 
to lowest ranges at the press of a button. Based on the principle of 
high frequency, power absorption, there's a model to meet your re- 
quirements. Completely portable—easy to use. No points to break 
off or mar surfaces. 


Write today for complete information, specifying type of material 
and range of moisture content to be tested. Moisture Register Com- 
pany, Dept. A, 133 North Garfield, Alhambra, Calif. 
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handling system. For a copy of 
the catalog, No. 31-C5, write Rap- 
ids-Standard company Inc., Dept. 
BC-153, 342 Peoples National Bank 
building, Grand Rapids 2, Mich. 


New Mortar Box 

A new all-steel mortar box is 
now being made which is built for 
rugged use. Made of 14-gauge, hot- 
rolled steel, its construction in- 


cludes all-welded seams and rein- 
forced flanges. It is said to be 
water-tight, light, easy to keep 
clean, easy to handle and long last- 





Mouldings, 





Quality Ponderosa Pine 


A-Y starts with quality in the tree and maintains it throughout 
all manufacturing operations right to the finished product. 


And A-Y has ample quality timber to maintain the quality of 
its log supply for. years to come. 


Yard Stock, Factory Lumber, 
Industrial Items 


Members Ponderosa Pine Woodwork 





Alexander-Yawkey Lumber Co. 


Members Western Pine Association 


Prineville, Oregon 


ing. In cold weather fire can be 
used with the steel mortar box to 
keep the mortar from freezing. It 
is available in four sizes. Com- 
plete information and prices may 
be obtained from the Bostwick 
Steel Lath company, Dept. AL& 
BPM, Niles, Ohio. 


New Flexsaw Design 


Important design changes in 
Flexsaw general purpose radial 
saw are announced. Hand tighten- 
ing levers have been added so that 
all adjustments can now be made 


by hand without the use of wrench- 
es or special tools. This speeds up 
raising, lowering, turning and tilt- 
ing. New precision calibrated brass 
plates have also been added at all 
adjusting points. These replace 
markings stamped in the castings 
and increase the accuracy and ease | 
of settings. For further informa- § 
tion write Flexsaw company, Dept. 
AL&BPM, 109 Grindstone road, 
Port Austin, Mich. 


Aluminum-Cotton Insulation 


Now available is aluminum-foil- § 
backed cotton insulation. The cot- 
ton retards the passage of con- 9 
ducted and convected heat, and the F 
aluminum foil reflects the radiant 7 
heat. The aluminum foil also acts 


as a vapor barrier and is said to in- ) 


crease the resistance of cotton in- F 
sulation to fire and vermin. The | 
aluminum foil is laminated to one 
or both sides of the cotton insula- 7 
tion. The insulation is installed 


so the foil side faces the warm side 
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LANE Chain Feed Gang Edgers are 
ruggedly built for getting out large quan- 
tities of boards economically. They are 
designed for convenient operation and 


built of the best seasoned materials for 


long accurate service. 


The Lane No. 3 Edger, 33 inches in width, 
produces 1500 to 3000 feet per hour. 
Will take lumber up to 43/4” max. thick- 
ness and will accurately edge up to 21” 


wide. Write for full information. 


TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 


Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 

















We Manufacture and Wholesale 
Southern Pine and Hardwood Lumber 


OUR SPECIALTY: 2 x 4—8’ SLYP S4S Std. EE DET A/D 


CORINTH PLANING MILL Co. 


P. 0. Box 501 Telephone 968 
CORINTH, MISS. 














| Custom Resawing and Surfacing in Transit 
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or interior of the house, and leav- 
ing an air space of at least one 
inch between foil and plaster or in- 
terior finish. For more complete 
details write Insulation Industries 
Inc., Dept. AL&BPM, 220 N. 
Franklin street, Janesville, Wis. 


Hydraulic Door Closer 


This new door closer is said to 
eliminate all visible door-closing 
mechanism. There is nothing 
buried, nothing over head. The 
spring and hydraulic units are com- 
pletely concealed within specially 
designed butt hinges, and it is in- 
stalled the same as conventional 
butts. The Hydro-Hinge is said 
not to restrict architectural detail- 
ing of door or trim, and it is ad- 
justable for varying speeds, posi- 
tive latching or silent closing. Said 
to be tamper-proof and non-leak- 
able. There are sizes and finishes 
for residential, commercial and in- 
dustrial installations. For further 
information write Bakewell Prod- 
ucts, Dept. AL&BPM, 1201 Rio Vis- 
ta avenue, Los Angeles 23, Calif. 





General Purpose Hand Truck 

A general purpose, regular duty 
hand truck so light that a young 
girl can carry it is the new Mag- 
nelux Zephyr I. Weighing only 26.6 





pounds, the truck is made of cast 
magnesium alloy. All stress points 
have been doubly reinforced, no 
points or edges have been allowed 
to cause snags, and perfect balance 
is said to have been obtained. 
Wheels are cast magnesium, equip- 
ped with ball bearings and lubri- 
cated. The rubber tread is molded- 


on. The nose is made of rust- 
proot steel. The company also 
makes a warehouse truck weighing 
49 pounds, made of cast magnesium 
alloy. Legs and nose are reinforced 
steel. For complete information 
and details write Magnelux Inc., 
Dept. AL&BPM, 317 Fourth street. 
Los Angeles 13, Calif. 


Adjustable Sprinkler 


A new sprinkler known as the 
Rieger Royal has just been an- 
nounced. Adjustable nozzles on 
the Royal will lay a uniform sheet 
of water over the entire area up to 
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a spraying radius of 100 feet. A 
ball-bearing rotar hub is said to 
insure rotation of the sprinkler 
arms at any water pressure. It has 
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LAKE LUMBER CO. 
SALES OFFICE: 2020 Conway Bldg., CHICAGO 2, ILL. 


Selling the Products ef J. A. MATHIEU, Ltd, Rainy Lake, Ont 











Oregon Lumber Co. 
Baker, Oregon 


Pioneer eastern Oregon mill—in operation 58 
years. Under our sustained yield plan of opera- 
tion, the past 58 years of performance is just 


a starter for future delivery of our products. 


Manufacturers 


Famous “John Day” 
Ponderosa Pine 


_— 


Since 1889 
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FOR SALE 
HARDWOOD LUMBER 


Primavera - Habillo 
Rosa Morada 











All Thicknesses & Grades 


Prompt Shipment — Market Prices 
N.H.L.A. Grading Rules To Govern 


PENBERTHY LUMBER COMPANY 


5800 South Boyle Avenue 
Kimball 5111 


Los Angeles 11 
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OMAK-KWALITY 


Window, Door and 
Cellar FRAMES 


Trim, Mouldings, Casing, Base, 
Finish Lumber, Furniture Spe- 
cialties, Etc. 


District Sales Representatives 


Mr. R. F. Taylor Mr. H, M. Tripp 

No. 24 Welwyn Road P. 0. Box No. 85 

Great Neok, L. L, Crystal Lake, Il. 
New York 


Member Western Pine Assn. 
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SAWMILLS 


Have the stamina and strength to stand 
hard service under trying conditions. Experi- 
enced sawyers say there’s nothing to equal a 
Frick mill, when it comes to getting out ac- 
curately cut lumber on a big scale. 


Now operating with more powerful engines 
and faster schedules than ever before, Frick 
sawmills are meeting the challenge of heavier 
work with built-in ruggedness. The design 
and construction of these better mills is based 
on experience dating back 94 years. 


Get your copy on Catalog 75-D now. 


Frick Branches in Canandiagua, N. Y.; Williamsport, Pitts- 
burg, Harrisburg, and Easton, Penna.; Columbus, Ohio; Rich- 
mond, Va.; Nashville. and Knoxville, Tenn.; Charleston. 
W. Va.; Goldsboro, and Salisbury, N. Car.: Columbia, S. C.: 
Montgomery, Ala.; and Atlanta, Ga. 








Balanced 
Belt Feed 
Used on 
Frick Mills 
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WHAT'S NEW? 





a special chamber for using Rieger 
concentrated plant food tablets. 
Water passing through the sprin- 
kler dissolves the tablets and auto- 
matically carries the plant food to 
the lawn. The sprinklers are indi- 
vidually packaged and packed 12 
to a carton. For more complete de- 
tails write Rieger Manufacturing 
company, Dept. AL&BPM, Miamis- 
burg, Ohio. 


Individual Motor Drive 

R. N. Fenton company announces 
that individual motor drive for side 
heads is now available for the 
Fenton Woodworker’s four headed 
moulder. Machine planes and forms 
four sides of a rough board in one 
operation. Capacity of 2x7 inches. 
Is ball bearing equipped. Feeds up 
to 125 feet per minute. Adapted 
for hardwood or softwood produc- 
tion, including casing, sash, siding, 
trim, mouldings, toys, furniture, 
flooring, ete. For further infor- 
mation, address R. N. Fenton com- 


pany, Dept. AL&BPM, 1960 E. 
Milwaukee avenue, Detroit 11, 
Mich. 





Screen Door Guards 


Constructed of strong hardened 
steel wire, interwoven throughout, 
standard style individual guards 
are available from stock. Special 
guards made of steel, copper, brass, 
stainless steel or aluminum can be 
furnished. These grilles can be 
sold alone or can be installed by the 
dealer and included with the sale 
of the door. The grilles can be 
purchased in 10 foot sheets and 
cut and fit to individual screen 
doors. In addition to guards, the 
company has developed a combina- 
tion grille and screen, which elim- 
intes the necessity of a separate 
screen door. The styles include a 
variety of mesh designs and scroll 
designs. An illustrated catalog and 
price information will be furnished 
upon request to the Kentucky Metal 
Products company, Dept. AL&BPM, 
Preston street and Audubon Park, 
Louisville 4, Ky. 


New Insulation Hose Coupling 
A new type of coupling for hose 
used in applying the blown-in type 


of house insulation has been intro-. 


duced. One of the principal advan- 
tages claimed for this new hose 
coupling is that it prevents property 
damage on the job because its ex- 
terior is perfectly flush. There are 





no protruding bolts, nuts, or other 
parts to rip up lawns or tear wood- 
work. Being rustproof, it cannot 
resuit in rust stains on siding and 
trim. The hose units are easily 
separated and it is not necessary to 
coil long lengths of hose. For more 
complete details write Circo Tool 
company. Dept. AL&BPM, 902 W. 
Vliet street. Milwaukee 5, Wis. 


Convertible Storm Window 


The Ee-Ze-Do unit combines 
storm sash, screens and weather- 
stripping in one compact, easily in- 
stalled permanent unit. 
minum frame is said to effectively 
seal the entire window opening. 


The window can be changed from — 
storm sash to screens from inside 
The unit can be fitted F 
opening | 
The special | 


the house. 
into the 

from inside the house. 
aluminum frame provides for vari- 
ations in widths and heights of 
window openings. The panels are 


outside window 


prefitted to the aluminum frames. 7 
Once up, the panels are slid in or} 
be | 


out and the frame need never 
removed. It is said the Lumite 
screens never need painting. 
further information write Smalley [ 
Products company, Dept. AL&BPM, | 
Groton, Conn. 





You'll Get Plenty of 
ACTION with a 


CORINTH 


NO. 2 SAWMILL Gals clisning srqs! heed. 
.and Fine Lumber Too! | :?* way hay Be tial savings. 


By actual tests, the Corinth No. 2 


Sawmill has proved its superiority Fast, improved heavy-d 
in the fast production of fine lum- ae eS works will Al with. 
ei stand hard u ro 
ber—softwood, hardwood and | jane | idler pulleys for 


mixed. This accurate mill, which 
may be used as a portable outfit or 
set upon a perenne foundation, 
is so sturdily constructed, it will 
stand up in even the severest 


curacy. 
services year after year. out removing entire knee. 
Send for complete specifications Adjustable rope feed. gears 
and delivery dates. For out-of-the- pw gE “yoy | 


ordinary sawmill problems, ask 
for the services of a Corinth 
engineer. You can depend upon 
him to find a practical solution. 


CORINTH MACHINERY CO. 
CORINTH, MISSISSIPPI 








Speedy and accurate dou- 
ble-acting set works with 
steel machine cut ratchet 


wheel, 
accurate lumber. 


sible wearing plates for 
double-length service. 


pressure gun greasing. 


Seat machine cut racks 
inions securely fas- 


=r 


long life, and extreme ac- 


tween gear an 


Cast steel carriage wheels. 
Guide wh 
fit ==> machined “T” 
rail track 


18” Steel Splinter Wheel. 


The alu- 


For | 








Not a 


for cutting very 





to split knee assure 


Replaceable with- 


Pinion. 


machined to 











72 


July 5, 


STOP End Checking!!! 


No. 464-A Lumber sealing compound is a 
specially developed 
produces amazing results. 


“lead and oil” 
product designed to do a particular job. 


Can be applied with spray gun designed 
for heavy bodied materials or by brush. 
Color is black. 


Any mill, lumber dealer or manufacturer 
who stores lumber can effect very substan- 


Reports have been received that use of the 
compound has resulted in savings amount- 
ing to thousands of dollars worth of lumber 
previously lost due to “end checking.” 


Wire or write today for 


The Akron Paint and Varnish Company 


= 1 


“end coating” that 


paint but a new 


full particulars. 


AKRON 1, OHIO 
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2M. ) ’ Propucts COMPANY 


525 CORBETT BUILDING—PORTLAND 4, OREGON 
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| Over 50 YEARS 
oe Bonner, Mont. be Hs x Scotch sawed its first log at 


Fulton, Alabama, in 1896. To- 


day — after 51 years — Scotch 













ibines | LUMBER.. ; 


ather- t 








Lumber is still going strong — 
x et Stew = =60one of only four of the many 


Alabama _ concerns producing 

lumber then that are still in 
eS Pe business today. 

Manufacturers of ee 8 For quality and 


service put your needs 











° 4 ; . . up to Scotch. 

til Ponderosa Pine, Fir and 

v di Larch Lumber 
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1. E | a oe SOUTHERN PINE * SOUTHERN HARDWOODS 
FULTON, ALABAMA 
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: | ROLL-OFF 
| LUMBER TRUCK BEDS since i918 


Complete Beds Shipped KD 
any EASILY MOUNTED “The Active Truck is the Money-Maker”’ 
| Write for Catalog & Prices 


— The R-B COMPANY, 1921 Guinotte, KANSAS CITY, MO. 
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C. E. Klumb Lumber Company 


C. E. (ROY) KLUMB, Sr., Owner 


Wholesale Lumber Distributors 


An Experienced Lumber Service That Knows the 
Producer's Problems and the Buyer’s Needs. 


CRYSTAL SPRINGS, MISSISSIPPI 
“In the Heart of the Deep South” 


Phone 169 P. O. Box 391 




















AIR DRIED AND KILN DRIED 
[ srcove revere | AIR DRIED PINE 


ee HARDWOODS 
| (ge) KILN DRIED POPLAR 
~~ ves, | EXCLUSIVE SELLING AGENTS: 


Yost-Blackwell Lbr. Co., 
he ls ae ee he eee 


| 


Notasulga Lbr. Co., 
Notasulga, Ala 


PINE PLUME LUMBER CO. 


BELL BUILDING, MONTGOMERY, ALA. 
ESTABLISHED 1899 
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AROMATIC RED CEDAR LUMBER 
AROMATIC RED CEDAR POSTS, 
TAPERS and SQUARES 


Southern Hardwoods 


‘BATON ROUGE, LAS 


Established 1850 


Cross, Austin & Ireland 
Lumber Company 


1246 Grand St. Brooklyn 6, N. Y. 
Telephone Evergreen 8-9000 
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Lumber - Timber - Millwork 

















Orders Placed—Responsible Mills—Direct Shipment 


E. W. PRATT 


(Commission) 


BUYER and SHIPPING AGENT 


232-34 LEE BLDG. MEMPHIS, TENN. 
(Since 1925) 


SOUTHERN HARDWOODS 


Air dried or kiln dried. All grades and thickness. 
Straight or mixed cars. 
40 YEARS AT YOUR COMMAND 


Covering Southern Hardwood Territory 


SPECIALTIES 


Lumber, Timbers, Oak and Hickory Wagon and Bending 

tock, Axe, Pick, Sledge and Hammer Handle Blanks, Ski 

Billets, Turned and Shaped Specialties, Ball Bat Billets and 
Rounds, Moulding and S4S Dimensions, Etc. 


J. W. Wells Lumber Co. 


Montgomery I, Alabama 


© 


Manufacturers 
Southern Hardwoods and Pine 

















H. B. Jordan, Gen. Mor. 
C. W. Jordan, Sales Mgr. 


C. M. Jordan, Treasurer 
J. B. Deutsch, Detroit Mgr. 


® 2 2 


Clarke County Lumber Company 
Wholesale Forest Products 


Manufacturers Boxes, Shooks, Pallets, 
Crating and Fabricated Items. 


Phone: TEmple 1-2924 
834 Maccabees Bldg. 
DETROIT 2, MICH. 


Phone: L. D. 167 
Anderson Building 
THOMASVILLE, ALA. 








SPECIALIZING 


in protection for the 
Lumber Industry 


Substantial dividend savings have been 
returned to policyholders each year 
Mutual 


LUMBEFMENS "2, con 


James S. Kemper, Chairman 


MUTUAL INSURANCE BUILDING, CHICAGO 40 
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Prices Leveling Off as 
Dealers Grow More Exacting 

With residential building definitely on the decline, 
a few retailers around the country sought to encour- 
ave summer construction by advertising price reduc- 
tions. However, this move was sporadic and not 
yeneral, 

Reports indicated a definite tendency toward level- 
ling off of prices. Where prices will finally settle will 
be somewhere near one-third of the present level. 
That is the prediction of Miles L. Colean in a bulletin 
issued by the National Association of Real Estate 
Boards analyzing trends in lumber prices. 

Resistance by retail yard buyers to the present price 
scale was reported both by manufacturers and whole- 
salers. Dealers continued to demand quality and spe- 
cific grades. Most orders were for immediate delivery 
and fot the best grades. Many small mills that de- 
pended on off-grade stock for their sales have closed. 


Current Statistics on 
Output and Distribution 


Lumber shipments of 412 mills reporting to the 
National Lumber Trade Barometer were 15.2 percent 
below production for the week ending June 14, 1947. 
In the same week new orders of these mills were 14.5 
percent below production. Unfilled order files of the 
reporting softwood mills amounted to 63 percent of 
stocks. For reporting softwood mills, unfilled orders 
are equivalent to 24 days’ production at the current 
rate and gross stocks are equivalent to 36 days’ pro- 
duction. 

For the year-to-date, shipments of reporting iden- 
tical mills were 4.8 percent above production. 

Compared to the average corresponding week of 
1935-39, production of reporting mills was 23.2 per- 
cent above; shipments were 12.3 percent above; orders 
were 14.1 percent above. Compared to the correspond- 
ing week in 1946, production of reporting mills was 
0.1 percent below; shipments were 8.6 percent below; 
new orders were 0.6 percent above. 


Southern Pine 


Production of Southern Pine by the 109 mills re- 
porting to the Southern Pine Association for the week 
ending June 21, 1947, totaled 17,207,000. This was 
6.63 percent above the three-year average for the same 
mills. Shipments for the week ending June 21 
amounted to 15,203,000 feet. This was 11.65 percent 
below production for the week. Orders placed during 
the week totaled 14,321,000 feet or 16.77 percent be- 
low production. \ 


West Coast 

Orders in the Douglas fir region for the first 22 
weeks of 1947 were greater than those for any similar 
period during any peacetime year since 1930, H. V. 
Simpson, executive vice president of the West Coast 
Lumbermen’s Association, reported. Orders for the 
1947 period totaled 3,071,898,000 board feet, an in- 
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REPUTATION BUILDERS 


sgt PINE « PONDEROSA PINE » gy . 
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Western Pines and associated woods are well manufac- 
tured, rigidly graded, and thoroughly seasoned in 
accordance with the high standards long established and 
sustained by member mills. 


WESTERN PINE ASSOCIATION 


Yeon Building, Portland 4, Oregon 





BALANCER-ACTION, WEATHERSTRIPPING BENEFITS IN 
Ghee -tete 
WINDOW STAYS 


One operation to insure snug-fitting, 
free-sliding sash for all double-hung 
windows. Aiir-tite Window Stays ap- 
ply evenly distributed pressure onto 
both upper and lower sash towards 
the parting bead. Thus, weather in- 
filtration and slackness between sash 
and parting bead is eliminated and 
windows will remain at any desired 
height without cords, weights, pulleys 
or balancers. 


Air-tite Stays simplify inventcery 
problems. They are the convenient, 
economical and logical way to 
finish new, old or completed window 
units. Write today for descriptive 
folders and prices. 


The plunger of each 
Air-tite Stay expands 
and contracts against 18 
” Ibs. of spring action. This auto- 
matically adjusts to wood swell- 
ing or shrinkage, allowing sash to be 
raised or lowered freely at all times. 

Cut-away view - Actual size 


@ Cd] 
- 
U.S. Pat. No. 2,187,412 


WINDOW STAY COMPANY, CHICOPEE, MASSACHUSETTS 
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THURSTON-FLAVELLE 


Limited 
PORT MOODY, B. C. CANADA 











Manufacturers of 


RED CEDAR 
SIDING 


and 


SHINGLES 


Distributed through the 
Wholesale Trade ex- 
clusivelv. 

























HOLT HARDWOOD (CO. 


Manufacturers of 


MAPLE @ BIRCH @ BEECH @ OAK 
STRIP © BLOCK 
and 
HERRINGBONE 
FLOORING 


BROOM HANDLES 
GRADED SAWDUST 


® 
High Grade Northern Hardwoods 
© 
Custom Kiln Drying 


a 
Members: M. F. M. A. N. HL A. N. H&M. A, 


Oconto, WISCOnsin 








LUMBER MARKET 


crease of 541,778,000 feet over the total for tke first 
22 weeks of 1946. 
Production reached 2,902,401,000 board feet for the 
22-week period as against 2,611,583,000 for 1946. 
Weekly average of orders during May was 127,887.- 
000 board feet; shipments, 134,928,000. 


Western Pine 


The cut by the 101 mills reporting to the Western 
Pine Association for the week ending June 14, 1947 
totaled 71,528,000 feet. The same week a year ago 
the cut was 76,704,000 feet. Shipments during the 
current week totaled 59,775,000; orders totaled 55.,- 
582,000. Shipments were 16.4 percent below produc- 
tion and orders were 22.3 percent below production. 
Orders by these same mills have increased 4.7 per- 
cent since the last report. Unfilled orders on file at 
the end of the week totaled 160,148,000 feet and gross 
stocks stood at 587,303,000. 


Northern Pine 


Production of Northern Pine by the five mills re- 
porting to the Northern Pine Manufacturers’ Associa- 
tion for the week ending June 14, 1947 totaled 1,785.- 
000 feet. The same week a year ago production was 
1,515,000 feet. Shipments during the current week 
amounted to 1,380,000 feet compared with 980,000 a 
year ago. 
feet and gross stocks amounted to 16,570,000 feet. 


In the Market Centers 
TACOMA—Most orders are for immediate delivery 
and are principally for the best grades of lumber; 
secondary grades not in much demand and dealers are 
accumulating fairly extensive reserve supplies. Local 
building, particularly residential, has slowed down. 
High building costs are blamed. Offshore lumber car- 
goes are moving in greater volume, particularly to 
Europe, the United Kingdom and South America. 

SEATTLE—Log inventory is very satisfactory for 
this time of year. Puget Sound stocks total over 313 
million feet compared with 183 million a year ago. 
Mill and shingle production continues steady. Demand 
is stronger, prices are stiffening and lumber is harder 
to get. Most mills will be shut down for three weeks 
to allow for vacations and general overhaul of ma- 
chinery. Stocks are quite well balanced in Seattle 
yards, some even being a little heavy in upper items. 

MEMPHIS—Hardwood production continues to hold 
up with prices firm on the higher grades and a few 
small recessions in quotations for the lower ones. Only 
the softer hardwoods, like, those used in the manufac- 
ture of boxes and crates are showing substantial price 
declines. Oak flooring production is now two and 
one-half times as great as it was last year at this time. 
Prices on pine lumber are softening, being down about 
$15 per thousand feet on board and $20 on dimension 
from OPA. Home building in the Memphis area is 
going ahead on a large scale. 

KANSAS CITY—The Southwest market showed 
some signs of firming with a few price boosts evident 
in the mill area east of the Mississippi and a stabilized 
market prevailing on the western side of the river. 
Operating costs have closed a number of small-and 
medium-sized mills. Dealers reported increasing diffi- 
culty in obtaining long dimension items and good 
flooring. 


























Unfilled orders on hand stood at 2,205,000 © 
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cin f inn -cott Lumber Company 
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: Yard and Warehouse a General Office 
estern fy 2759 So. Kedzie Ave. Redding, California 360 No. Michigan Ave. 
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elivery 
reste : FOR ATTIC VENTILATION 
ers are & Benita U Acid-Resisting Corrosion-Proof 

Local , ra ; : No streaks on wall 

non O Soundbilt is a name that stands for quality in plywood. Face Frame is Masonite Presdwood 
ian elie As the name itself implies. Soundbilt is a well-manufac- No seams * No Spotwelds + No rivets * No screws 
wie te tured, soundly produced plywood. It comes from fine, old- SPECIAL LOUVERS FOR NEW CONSTRUCTION 
alta a growth logs. It is made in a modern plant. Soundbilt is Easy to install . . . No exposed nails 
ae for 4 a name you'll be hearing more about from now on. STANDARD LOUVERS LUMITE PLASTIC SCREEN 

: ; Installed from inside No strain, no rust, no corro- 
rer 313 & P Made in 11 sizes. sion—Outlasts metal. 
wr ago. & ? All Louver Boards free from frame to allow for Expansion. 
Yemand & Sound ALL ALLOW UNOBSTRUCTED, MAXIMUM VENTILATION 
harder 4 ait ALL LAST FOR THE LIFE OF STANDARD BUILDINGS 
, weeks ; AF PLYWOOD y) ALL MAKE GOOD PROFIT — SATISFIED CUSTOMERS 
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Ruddick Succeeds Bodkin as 
Manager of Ponderosa Pine 


E. W. Ruddick has been elected 
general manager of Ponderosa 
Pine Woodwork, Chicago. He 
succeeds Robert M. Bodkin who 


E. W. Ruddick 


leaves this month to become man- 
ager of Dyke Brothers and Cole 
Manufacturing company’s western 
purchasing office in Portland, Ore. 

Mr. Bodkin, who was elected 
general manager immediately after 
the formation of the association in 
1941, leaves behind him an out- 
standing record which has seen the 
association grow until it includes a 
large membership of Ponderosa 
pine producers and millwork manu- 
facturers. 

Mr. Ruddick, connected with the 


lumber and lumber products indus- 
try for many years, began his ca- 
reer in 1935 with the Wright Lum- 
ber company, New York. He was 
secretary and director of this firm 
before taking a position in Wash- 
ington, D. C., as an _ industrial 
analyst on the staff of the Aircraft 
Production board. He has recently 
been regional sales promotional 
manager with TWA-Transworld 
airlines. 


Put the Blame on Glamour 
1 You Can't Buy Lumber 


Retail lumber dealers have long 
recognized the influence of women 
in the merchandising of building 
materials, but the field was left 
wide open for wholesale lumber 
purchases. That is until Dick 
Tracy of Bismarck, N. D., put the 
feminine wiles to work to expedite 
shipments of lumber and shingles. 

Miss Erma Hogan and Miss Jean 
Speaks of the Tracy staff (R. A. 
Tracy Lumber company and Kelin 
Lumber company) are touring the 
mills of Montana, Washington and 
British Columbia. When two lovely 
girls with bright smiles and 
sparkling eyes descend on a sales 
manager right out in the big 
sticks, who could resist? So if you 
run into an unexpected delay in 
shipment from your favorite mill 
just be resigned that Dick Tracy 
probably got a priority. 

Just as a warning, among the 
stops on their schedules are 
Bonner, Mont., Enumclaw, Wash., 








Prompt Service on 
SAW REPAIRS 


We are continually adding new machines to increase 


and Vancouver, B. C., and the un- 
suspecting victims are Jack Root, 
Bill Gossard and Charlie Plant. 


G. J. Stanley, Alcoa, Retires 
Three Vice Presidents Elected 


George J. Stanley, director, vice 
president and general sales man- 
ager of Aluminum Company of 
America, Pittsburgh, has retired 
as of July 1. He will continue as 
a director of the company. He has 
served the company for more than 
42 years. 

Ralph V. Davies, Robert B. Mc- 
Kee and Donovan Wilmot, assist- 
ant general sales managers for the 
company have been promoted to 
vice presidents. Mr. Davies will 
also become general sales manager, 
succeeding Mr. Stanley. All three 
of the new vice presidents are 
members of the company’s 25-year 
club. 


Celotex Aids Cancer Drive 
with Pre-Engineered House 


To aid the Fund Drive of the 
Damon Runyon Foundation for 
Cancer Research, the Celotex cor- 
poration, Chicago, has erected, fur- 
nished and donated to the founda- 
tion a five room Cemesto pre-en 
gineered house. Located in New 
York, the house served as head- 
quarters of the drive, which ended 
June 30. 

A charge of 25 cents for admis- 
sion to the house went in its en- 
tirety to the cancer fund. 


Kuntz Company Writes Booklet 
to Aid in Employee Training 


In addition to holding salesmen’s 
training classes at various times 
throughout the year, the Peter 
Kuntz company, Dayton, Ohio, 
gives each employee a small booklet 


JAMES W. SEWALL COMPANY 


Consulting Foresters 


production and give better service. Our new surface 
grinder, just installed, has increased our production 
on all repair work considerably. 


MAIN OFFICE: 


OLD TOWN, MAINE 


Phillips & Benner 
Ruttan Block, Port Arthur, Ontario 
Established 1910 


Cut-downs now take 30 days or less. 
All other repair work done promptly. 
Best equipped saw Factory in the South. 


J. H. Miner Saw Mfg. Co. 
Meridian, Mississippi 
Incorporated in 1912 The Original Miner Service 























July 5, 1047, AMERICAN LUMBERMAN ¢& 









vice 
nan- 

of 
‘ired 
e as 
has 
than 


Mc- 
sist- 
‘ the 
1 to 

will 
iver, 
hree 

are 
year 


~ the 
for 
cor- 
fur- 
inda- 
e-en 
New 
nead- 
nded 


Imis- 
$ en- 


klet 
g 


nen’s 
Limes 
Peter 
Ohio, 
oklet 


Y 


AN & 








es 


_ AMERICAN BOWSTRING WOOD TRUSSES 


Manufacturers 


and Wholesalers 
OF 


Yj SPECIAL LUMBER PRODUCTS 


Anything Made From 
Western Lumber! 


WE MANUFACTURE 
AND SPECIALIZE IN 


Furniture Dimension 

Glued-Up Stock 

Carpenters’ and Special 
Mouldings 

Venetian Blind Slats, 
Rails and Fascia 

Ready-to-Assemble 
Furniture Parts 

Industrial Shook 
























Remember, too, 
WE WHOLESALE 
Hemlock 

Douglas Fir 

Sitka Spruce 
Ponderosa Pine 

and other West Coast 
Woods 


it _. CARLOAD QUANTITIES 
eerie, ONLY 

“: weeexcept venetian blind ma- 
terial, on which we can 
make less than carload 
$4 shipments from our Kan- 
We yi. sas City warehouse. 

OH Address all correspondence 
% 7 to our Kansas City Offices 


a 
AL ber la 


Wenvfecturers ond Wholeselers 1635 Dierks Bldg., Kansas City 6,Mo., Victor 4143 
Member of Western Pine Ass‘n., National Woeden Box Ass‘n., Ponderosa Pine Woodwork, 
Netione!-Americen Wholesale Lumber Ass'n. 


West Coast Office: 910 Porter Building Portland 4, Oregon 








Manufacturing 


Ponderosa Pine 
Idaho White Pine 
Montana Larch 
Douglas Fir 
Engelmann Spruce 


J. NEILS 


LUMBER COMPANY 


KLICKITAT, WASHINGTON - LIBBY, MONTANA 


Member Western Pine Association 
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: for Warehouses « Stores « Factories « Garages 




















FREE—SEND FOR NEW CATALOG TODAY! 





25th Anniversary — a Ne 1922-1947 
AMERICAN ROOF TRUSS CO. 
Phone PLAza 1772 Phone ADams 1-4379 
6846 STONY ISLAND AVE. 242 W. SANTA BARBARA AVE. 
CHICAGO, 49 LOS ANGELES, 37 





WRITE FOR 
ILLUSTRATED 
LITERATURE 































ALL STEEL 
WELDED 
CONSTRUCTION 
ANTI-FRICTION 
BEARINGS 
THROUGHOUT 
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Cotton & Hanlon Dries Million Ft. 
Of Hardwoods Per Month In Ten 
Moore Cross-Circulation Kilns 


Cotton & Hanlon, Odessa, N. Y., is successfully season- 
ing different species and thicknesses of hardwoods in 
their ten Moore Cross-Circulation Kilns. shown above. 


By segregating the stock, and seasoning uniformly to 
desired moisture content, this firm has established an 
enviable reputation, and now operates the largest rural 


lumber manufacturing plant in the state. A 


The Moore Cross-Circulation System will also prove a 
good investment for you. Write today. 


Moore DRYKILNCOMPANY 


World’s Largest Manufacturers of Lumber and Veneer Dryers 
JACKSONVILLE, FLORIDA 
VANCOUVER, B. C. 
NORTH PORTLAND, ORE 
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containing some of the rudiments 
of selling. 

Written in an informal, conver- 
sational style, the book takes the 
employee through the selling steps 
of one item telling what he should 
know about the product, what to 
say, how to answer customer ob- 
jections, and how to sell related 
items, as well as suggestions on 
what makes a good salesman. 

The company mimeographs the 
booklet right in its own office, and 
has found the book to be most 
worthwhile. 


Harry E. Marsh, Co-Founder 
Marsh Wall Products, Dies 

Harry E. Marsh, 63, director and 
one of the founders of Marsh Wall 
Products, Inc., Dover, Ohio, died 
May 26. 

For 24 years Mr. Marsh had 
been associated with his six 
brothers in the Marsh industries, 
and served as factory representa- 
tive the past six years. He pio- 
neered in the development and 
original sales of Marlite panels. 





BURN THE MIDNIGHT OM? 
ESS 


Your House Plan 
Redrafting to 


Lumberman’s 
Plan Service 


Reasonable -- Prompt 


120 Machin St. e¢ Peoria 5, lll. 
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FROM the applications engineering department of Yale & Towne Manufacturing company, comes 


this idea for handling long, slender parts such as piping, Idi lumb 
handling can be simplified through the use of a lift truck and the ad 





, ete. Such mass 


dition of posts to a stand- 


ard pallet, as illustrated. Metal brackets bolted to the corners serve as holsters for the posts. 


Darworth, Inc., Is New 
Owner of Cuprinol, Inc. 


Announcement is 
acquisition of Cuprinol Ine., by 
Darworth, Inc., a wholly owned 
subsidiary of the Ensign-Bickford 
company, Simsbury, Conn. 

David Murray, former president 
of Cuprinol Inc., has been elected 


made of the 


David Murray Carl D. Hullinger 


vice president of Darworth Inc., 
and will act as general manager of 
the Cuprinol division. Carl D. 
Hullinger will continue as_ sales 
manager for Cuprinol products. 

Officers of Darworth Inc., are 
John E. Ellsworth, president and 
treasurer; David Murray, vice 
president; Stoughton S. Ellsworth, 
vice president; W. Floyd Hamilton, 
secretary; Chester D. Thompson, 
assistant secretary; and Charles 
A. Buerman, assistant treasurer. 

Executive offices remain at 7 
Water street, Boston 9. 


Vita-Var Products Receive 
Good Housekeeping Seal 


The Good Housekeeping Guaran- 
tee Seal has been granted to a 
number of the products in the 
Vita-Var line of paints, enamels 


- July 


and varnishes, made by Vita-Var 
corporation, Newark, N. J. 


The company has begun a na- & 
tional consumer advertising pro- & 
To help dealers capitalize 7 
on this program, window and coun- 7 
ter displays, newspaper mats and | 


gram. 


other selling aids 
seal of approval are available. 


Harland A. Marceau, Madison 
Wisconsin Lumberman, Dies 


Harland A. Marceau, 51, associ- 


ated with J. H. Findorff and Son, © 


Madison, Wis., died June 15. 

Mr. Marceau was sales manager 
at different times for Kinzel Lum- 
ber company, Merrill; 
Lake Lumber company, Rhine- 
lander, and Yawkey-Alexander 
Lumber company, Scofield. During 
the war he served on the staff of 
the War Production Board. He 
was also a member of the Northern 
Hemlock and Hardwood Manufac- 
turers association. 


Arr-O-Line Changes 
Name and Trademark 


A. D. Hemphill company is the 
new name of the Arr-O-Line com- 
pany, Lake City, Minn. 

In order to make its trade mark 
more easily read, it has been re 


Peerow - 


2h 
~ LOUVERS 





registered, retaining the name but 


4 


featuring the © 


Thunder 4 


spelling it in plain English. Shown © 
here is the new trademark, ‘with f 


form and _ style 
same as before. 


~ 
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FIDDES-MOORE & COMPANY 


228 N. LaSalle St., Chicago 1, Ill. Phone CENtral 5875. Teletype: CG 797 






For Immediate Delivery 


DOUGLAS FIR THE COMMANDER 
HOUSE DOORS GARAGE DOOR 
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TARTER, WEBSTER & JOHNSON, INC. 


No. 1 Montgomery St., San Francisco - P.O. Box 1731, Stockton, Calif. 
Manufacturers of 


Ponderosa Pine, Sugar Pine, White Fir, Incense Cedar 
Lumber, Mouldings, Cut Stock 














TRADE-MARKED 4nND GRADE -MARKED 
Quality Lumber 


Yellow Pine and Hardwoods 


Kiln dried and properly graded. Selectively 
cut from own forests. Manufactured in 
own modern mills. 


Ny 
SELECTIVE LOGGING assures 
OF LUMBER MANUFACTURING DAV EWN ANTIRS@ 61:16) MO) ONSIOIE 
AL 


LLOW PINE AND HARDWOODS ‘HAPMAN, # BAM a 








YELLOW PINE 


Boards, dimension flooring—plain and 
end matched; ceiling: siding: mould- 
ings; trim; box shooks and crates. 


SOUTHERN HARDWOODS 


Oak, beech, hickory and gum pre-fin- 
ished flooring and other fabricated 
wood products. 




















NOW IN OUR 631d YEAR 

















ENTERPRISE SAWMILL MACHINERY 


Meets the demands of experienced operators for ts, : 
efficient, accurate production at low cost. .Solve 7 | 
your increased output requirements with an Enter- 
prise. Send details of your set-up for our recom- 
mendations and prices. 








Quality—built to tried and proven prin- 
ciples of design and construction for 
profitable operation. 


THE ENTERPRISE CO., 328 Main St, COLUMBIANA, OHIO 
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Appointments and Promotions 

JOHN H. ENDRUN has_ been 
elected president of Building Prod- 
ucts company, Inc., Evansville, Ind. 
He was formerly with the Logan- 
Long company for 20 years. 


DOUGLAS M. LYON has been ap- 
pointed sales manager of the Por- 
ter-Cable Machine company, Syra- 
cuse, N. Y., succeeding H. L. RAM- 


SEY, who has been made vice presi- 
dent in charge of merchandising. 


Cou. A. S. JACK CARTER, formerly 
with the Diamond Match company, 
is now general manager of the 
Caldwell Box Manufacturing com- 
pany, Caldwell, Idaho. He _ re- 
cently returned from service. 


W. J. HINDMAN has been elected 
assistant secretary of Lumbermens 
Mutual Casualty company, Chi- 
cago. He is personnel manager in 
the home office. J. T. JENNINGS 
has been appointed assistant secre- 
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ENGLISH TYPE--RAIL AND HURDLE FENCE _— FOR 


Rail Fence has Chestnut Rails with 
Locust or Chestnut Posts 


WOOD PRODUCTS COMPANY -- TOLEDO 12, OHIO 


LARGE 
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PROMPT 
SHIP- 
MENTS 
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Yellow Pine 


KIRBY BUILDING 





Good Kiln Dried Lumber 
is Cheap 


Cheap, says the dictionary, means "worth more than 
its cost." Kiln dried, properly manufactured, conscien- 
tiously graded lumber is as different from improperly 
seasoned, poorly manufactured, unsuited lumber as a 
tough, greasy piece of beef differs from a thick, juicy, 


succulent steak from Oscar's kitchen. 


You retailers who sell a man his home — the biggest 
single investment in the average man's lifetime — will 
do well to sell him lumber of a quality that is remem- 
bered long after the price is forgotten. 


LUMBER - 
CORPORATION 


“A Wood for Every Purpose’ 


Southern Hardwoods 


HOUSTON, TEXAS 








tary of the American Farmers Mu- 
tual Insurance company, a Kemper 
Insurance affiliate. 


W. R. Snively, Frick Company 
Vice President, Is Retiring 

After more than 47 years with 
the company, W. R. Snively, vice 
president and sales manager of the 
Farm Machinery division, Frick 
company, Waynesboro, Pa., is re- 
tiring. 

Mr. Snively will continue to 
serve as a director and vice presi- 
dent, and also as a member of the 
committees of which he is a mem- 
ber. 

Coming with the company in 
1900, Mr. Snively was appointed 
manager of the Pittsburgh terri- 
tory in 1907. Three years later he 
returned to the home office as sales 
manager of the Farm Machinery 
division. 

Edward S. Warfield, assistant 
sales manager in the division will 
take over as acting sales manager. 


C. G. Cleaver, Wayne 
Sales Manager, Dies 

Chauncey Gordon Cleaver, 57. 
sales manager of the heating divi- 
sion of the Wayne Home Equip- 
ment company, died June 23. 

Mr. Cleaver joined the company } 
in 1927 as a salesman. He later 
was promoted to sales manager of 
the heating division, and then was 
appointed sales manager of the 
company when it was organized. 


Companies Announce 

Sutherlin, Ore., 60 miles south 
of Eugene, Ore., is the location of 
the new West coast plant of RILCo 
LAMINATED PRODUCTS INC., St. 
Paul, Minn., fabricators of glued 
laminated rafters, arches. and 
trusses. The new division started 
production on June 16. 


The new research laboratory of 
the MINNESOTA AND ONTARIO Pa- 
PER COMPANY, Minneapolis, was re- 
cently opened at International 
Falls, Minn. All the forest prod- 
ucts research facilities and scien- 
tific equipment was on display for 
the public June 27 and 28. The 
research will be directed toward 
the investigation of all possible 
means of obtaining maximum utili- 
zation of pulpwood and by-products 
of paper and insulating board] 
manufacture. 


The FyYrR-FYTER PRODUCTS cOM- 
PANY, 5216 W. North avenue, Chi- 
cago, has been named the exclusive 
distributors of the fire fighting 
equipment of the Fyr-Fyter com- 
pany, Dayton, Ohio. 
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WILL NOT SHRINK’ 
STICKS AND STAYS py 


(HERE'S WHAT 


FOLKS NEED 


to repair walls, floors, 
furniture, woodwork or 
blaster. This plastic 
tepait material comes 
in powder form... just 
mix with water and 
use. Will not shrink. 
Sticks and stays put. 
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SPOT SASH CORD 


WITH WEIGHTS. AND PULLEYS. 


is ome — the one method of heneing windows that has 
ue, Chi- & been proved by generations of actual use to pro- 
xclusive & vide perfect and permanent balance. 
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The Colored Spots are our Trade Mark, Reg. U.S. Pat. OF. 


|SAMSON CORDAGE WORKS, BOSTON 10, MASS. 





For Immediate Delivery 


Streamline Birch Flush Doors 
30"-32" x 6' 8" x 135", 
Five to a Crate 


$11.75 each FOB Cincinnati. 






HARDBOARD 


Light Colored Surface 
Vg" x 4° x 12". 


Finnish Birch Plywood 
All Thicknesses and Grades 


mussman and shafer. ine.. 
15 East Third Street 
Cincinnati 2, Ohio 








Meet this profitable demand. 
Start the KENNATRACK VOGUE 
in your town. A sample installa- 
tion—and a little publicity does it. 
SEND for the KENNATRACK 
folder—and learn about this profit- 
making specialty. 









JAY G. 
McKENNA 
INC. 


FACTORY: ELKHART, INDIANA 


You Can Overcome 
Sales Resistance 


(Continued from Page 54) 


not buy. Prove that he will gain 
desirable benefits by making the 
purchase. 

Objections to price: until after 
you have convinced the ‘prospect 
that your product will satisfy his 
needs and desires it is best to han- 
dle this indirectly. However, you 
cannot ignore’ such_ objections. 
State the cost--then make it ap- 
pear trivial compared to the bene- 
fits and values. Frequently such 
an objection can be overcome by 
talking easy payment plans. 

Memorizing stock answers to ob- 
jections is a dangerous practice. 
Each prospect is an individual en- 
tity—each sale a little different 
than the last. You should know 
in advance the correct way to han- 
dle the common objections which 
you are likely to receive. But you 
should adapt your methods to the 
specific case and not depend on a 
stilted, memorized rebuttal. 

To give you the idea here are a 
couple of answers that have 
worked. 

If the prospect says he is not 
interested one of the following 


PAUL BUNYAN announces 


Paul Bunyan Lumber Company, a partnership, with mill at Susanville, Cali- 


fornia, has joined with Washoe Lumber Company, 


“talks” may soften his resistance: 

(1) “That’s natural, Mrs. Brown. 
I don’t expect you to be interested 
in insulation at this time. I really 
don’t see how you can be because 
I haven’t yet told you about what 
it can do for you. All I ask is 
that you spend a few moments 
so that we can determine whether 
it is something that will interest 
you.” 

(2) “I’m sure you will be inter- 
ested in something that means dol- 
lars and cents to you, Mr. Smith. 
If the conversion of your attic into 
an apartment does not mean money 
to you in a definite, dollars and 
cents way we do not want you to 
have it. The best I can do is give 
you the facts. After I’m finished, 
if you can tell me that you are not 
interested in the advantages and 
benefits of an attic apartment, I 
won’t waste a second in argument. 
It will take just a minute to give 
you those facts.” 


CAN’T AFFORD IT 
WITH prospects who raise this 
objection the following approach 
has frequently worked: 
“Of course I cannot argue that 
point with you. You know better 
than I do what you can afford. But 


Reno. 


Paul Bunyan Lumber Company, a corporation. 


TRADE MARK 


The new mill is sawing and surfacing air-dried California Pine. 


Incense Cedar and White Fir. 


Wi) ell 
vl 


REGISTERED 


Nevada. to form 


one of the big reasons you need in- 
sulation in your home is that you 
want and need the money it will 
bring to you. If you had all the 
money you desire there wouldn’t be 
nearly as strong a reason for your 
taking advantage of what we have 
to offer as there is now. What we 
propose is not an expense—but an 
investment. The actual money re- 
turn will be many times the cost. 
And how can you measure in 
money the comfort you add to your 
home—the health and happiness 
you create for your family? The 
proper insulation, correctly — in- 
stalled, will do all that. Further- 
more, it will pay for itself in a 
very short time— from then on it 
will save you actual money.” 


PRICES TOO HIGH 


WHEN a prospect says your 
price is too high try an approach 
like this: 

“Our price may be higher than 
that of cheap imitations, but for its 
durability, satisfaction and _ pres- 
tige, this product is least expensive 
in the long run. You are really 
saving money when you realize you 
are paying only 10 percent more 
for an item that gives 10 percent 
more service and satisfaction.” 








PAUL BUNYAN LUMBER CO. 


SUSANVILLE 


CALIFORNIA 








SELLING THE PRODUCTS OF 


*THE McCLOUD RIVER LUMBER 
COMPANY 
McCloud, Calif. 
*THE SHEVLIN-HIXON COMPANY 
Bend, Oregon 


*Member of the Western Pine Associa- 
tion, Portland, Oregon. 











CFE asec Fea Woodoeh 





1604 Graybar Bldg. 
Mohawk 4-9117 


DISTRIBUTORS OF 


SHEVLIN PINE 


Reg. U. S. Pat. Off. 
EXECUTIVE OFFICE 
900 First National Soo Line Building 


MINNEAPOLIS, MINNESOTA 
DISTRICT SALES OFFICES: 


NEW YORK CHICAGO 








SPECIES 


PONDEROSA PINE 
(PINUS PONDEROSA) 


SUGAR (Genuine White) PINE 
(PINUS LAMBERTIANA) 








1863 LaSalle-Wacker Bldg. 
Telephone Central 9182 


SAN FRANCISCO 
1030 Monadnock Bldg. 
Exbrook 7041 
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